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How to Create 


RESIDENT HOOVER’S message to the United 
States Chamber of Commerce indicates that the 
He said: “We 
have been passing through one of those great economic 
storms which periodically bring hardship and suffering 
among our people.” He furthermore said: “The offi- 
cers of a ship in heavy seas have as deep a consciousness 


worst of the depression is over. 


of the human values involved in the passengers and 
crew whose lives are in their keeping, but they can best 
serve them by taking counsel of their charts, compass 
and barometer and by devotion to navigation and the 
boilers. In the like manner, the individual welfare can 
best be served by us if we devote ourselves to the 
amelioration of destructive forces—for thereby we serve 
millions of people. All slumps are the inexorable conse- 
of the of 
find these rest mainly on certain forces inherent in 
human minds.” 


quences destructive forces booms and we 


Y a strange coincidence, our story leading up to the 
Shoe Styles Conference used as a symbol the officers 
of a ship taking counsel of their chart and compass. 

That same simile was used in 1920 by John W. Crad- 
dock when he said: “We are sailing on uncharted seas 
into an economic situation that needs the best combined 
intelligences of our industry to hold the course toward 
good business.” 

Group thinking comes first—then individual action. 
The acceleration of business now becomes an individual 
affair. Under the leadership of President Hoover the 
“greatest economic experiment of all times” was made 
the basis of stabilizing the Ship of Business these past 
six months. We have in these six months weathered a 
storm that might have been very, very much worse. 
The major industries of our country and every State 
and national force threw into the wage envelopes of 
our people the money needed to tide over the first emer- 
gency and to keep people employed. 

We are now stepping into the second cycle, which in 
many ways is the most important of all. The next four 
months are the low production months of the year. They 


Better Business 


need the stimulation of every possible order for goods 
that can be safely and properly placed. We need a prac- 
tical, potential campaign for prosperity. 

The keynote of the prosperity creed is optimism and 
better service to the public. 

There must be some cure for the pessimism which 
found its birth in the recent panic and which lives on in 
all channels of merchandising. Depressing reports are 
too easily spread everywhere, and the President’s speech 
helped promulgate our thought of starting a “sunshine 
movement” throughout the trade. 


HE shoe dealers should be first on the band wagon 
of a National Prosperity Campaign, and they should 
act as pilot of a progressive industry which goes between 
manufacturer and consumer, for manufacturing depends 
upon merchandising, merchandising depends upon mer- 
chants, merchants depend upon consumers and consum- 
ers depend upon prosperous times to be able to buy. 
The system of retrenching in stocks carried in shoe 
stores has been going on since 1919, and it is alarming 
in some instances to note at the present time the return 
to several fundamental evils which were the causes in 
some measure of the failure of so many shoemen at the 
time of the last financial stringency 


The diversity in 
lines carried, together with the small range of selling 
sizes, will surely put the retailer back in the old condi- 
tion of small actual business on a large working stock. 

The prosperity idea does him absolutely no good unless 
he sticks to that form of practical, potential prosperity, 
which means conservative buying of styles that have been 
figured out to the exact selling pair. 

How to do it? 
your neighbor; your city; distribute prosperity litera- 


Talk better business; boost your line ; 


ture if it is but a base line on your circular; put it into 


your advertising: send it out with every pair of shoes. 


MME) Aileen 


Editor 





Style Takes a New Direction 


Miss Margaret Case of Vogue Answers Conference 


Questions on Paris Footwear Fashions for Fall 


E& —lWhat about the 1 





l —lWWhat will the leading [ — =a 
colors be for clothes this 
autumn? 

Couturier autumn color 
hints say black, reds, brick- 
red, red-brown,  chocolate- 


tance of  brocades 
lamés? What about g 
silver slippers? 

Brocades and lamés 
been definitely out for 





brown, nigger-brown, very 
dark green, red, yellow, ochres, 
ochre and black. Hard blues, 
navy to dark sapphire. FEve- 
ning: fewer light shades, 


time. However, ther: 
possibility of their 
(though so far none © 
bootmakers are showing t] 
because women are cons 
ing them. They will, | 





pastels more decisive. Brick, 
coral, vivid violet, blue, faded 
turquoise, turquoise and 
white. 


2 What shoe materials are 


most important? 


Kid, suede, patent leather 
for day, never used entirely 
alone but only for part of the 
shoe, in combination with 
each other or combined with 
water-snake or lizard. Ex- 
ample: lizard vamp, patent 
leather back; lizard heel, pat- 
ent leather trim. Calf for 














bly, only be seen in a 
rial in which the 
ground (crepe de = chi 
satin) will predominate 
the metal. Gold and 
slippers are not wor: 
smart women. 


6 What are such « 
sShoemakers as Hell 
Greco and others of th 
class showing? 








po Perugia is showing 
L marocain pumps, with 
borders and applied flat 




















sports and walking alone or 

combined with snakeskin STYLE 
For evening, satin, crepe de N FIRST 

chine (a slight possibility of 

velvet for the winter for those 

who had small enough feet to stand it) 


COLOR 
SECOND 


3 —What type shoe is the smart French woman wearing now? 

a. With tailored costumes. 

Variations of the Oxford, with solid leather or covered heels 
and having two to four eyelets; or high cut pumps with a 
leather-covered buckle over an elastic insert; or the classic one- 
strap brogued shoé with medium height solid leather heel. This 
im important to remember because tailored suits will be worn 
this autumn. 

b. With printed costumes. 

High cut pumps with smaii wooden buckles or buckles com- 
bining leather and metal, or pumps with borders and trimmings 
in a contrasting leather or plain pumps with little tailored leather 
bows are worn. 

c. For formal afternoon wear. 

Pumps, always piped and trimmed with contrasting leathers 
in the same shade, or with leather bows. Pumps cut higher over 
the instep than the average, but not having any elastic inserts; 
that is, a cross between the average pump and the buckle shoe, 
but without buckles, only a self-trimming in the form of over- 
lapping and crossing applied bands in front. 


@-7 type of evening slipper is the smart Trench woman 
wearing ? 

The plain pump matching the frock is most prevalent, with 
higher slender heels than before and small, jeweled buckles. A 
few sandals are still worn by the same women who cling to 
strapped shoes in the daytime. 


of the same color for 


LAST PATTERN formal afternoon wear 
THIRD FOURTH shows for evening hig! 
pumps with flat applic 
in contrasting leathers, 
and gold, in the form of conventionalized leaf-like moti 
curved garland-like bands. He uses patent leather for 
ming on kid, both in the same shade. He also shows 
pastel tone kid (pale pink, blue and water green) on whit 
resort shoes. Beige kid with fine pipings of white kid is a 
combination shown. A typical tendency of the Perugia « 
tion is the high cut pump for summer, with the applicat 
treated in a lighter vein—more curved and graceful in co 
with the former geometric cut of these applications. H: 
water-green, a favorite color here, for entire resort shoes 
beach shoes, he shows waterproof crepe de chine sandals 
thin rubber soles, and the usual lacquered wood sandals, 
with flat heels. 


Fees there any new shoe model that you think might 
fashion influence? 


The general inclination is to a long, slender, very pot 
last, particularly for formal day wear and evening. For 
wear, the very wide strap across the instep, a former mod 
Greco’s of many years ago which enjoyed much popularit; 
being revived and seen. An old model of Ducerf-Scavini’s, \ 
three small straps low on the instep, a slip-on model, has 
been recently re-ordered by clients. Straps, if seen, must 
low on the instep or wide. Any strap around the ankle | 
thoroughly out of place, particularly for evening where a | 
cut pump is necessitated by the long even skirt line in order 
show the ankle to the greatest advantage. 

For sports wear, the moccasin shoe which we told you al 
last year is a general favorite, and, for active sports and walk 
pumps with a wide saddle laced across the instep with on 
two eyelets are very good. They are often shown in a com) 
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tion of leathers, such as calf for the entire shoe and lizard for and a few novelty resort shoes. The new resort shoes have 
the saddle. A combination of leathers, such as antelope and a small low square heel, but this type of heel is never seen in 
pox calf, is also seen for sports shoes, as well as an entire shoe town. 

{ brogued antelope copied from men’s shoes. 

The Oxford type of shoe is important and ranges from the T is important to bear in mind the fact that the foregoing 
classic Oxford to a more dressy variety with a higher heel in swers were in response to inquiries addressed by [’ogue to 
a combination of leathers, such as kid and antelope, or patent the Paris fashion representatives of that organization and there- 
and lizard, with variety of cut in the applications and the fore that they reflect the Parisian viewpoint rather than that of 
elimination of brogueing. Brogueing, except for the classic walk- \merican fashion authorities. To what extent they can be adapted 
s a matter for the individual merchant to con- 


an- 


ing or sports shoe, is no longer seen. to American uses 
‘The cut of shoes and the application of sections of contrasting sider in the light of the needs and requirements of his own lo- 
leather are all carefully worked out by the custom bootmaker _ cality. 
to minimize the length of the long last, while keeping the foot \ pleasing feature of the conference was the presentation by 
slender and very well arched, rather than merely as a trimming. Miss Case at the conclusion of her address of a talking motion 
An entire shoe of only one leather instantly dates as being old- picture, produced to demonstrate the trend in coming styles. 
jashioned, but the contrast is only in materials not in colors, Models were shown wearing summer costumes, with the types 


xcept 


HUMAN COLOR CARD 
For FALL showed a 


diversity of dress and shoe 


materials 


1. ‘o-tone feather tweed cos- 
{ume r Sports. Five eyelet leaf- 
brown moccasin. 

2. liair-line striped town suit. 
black pump with brogueing, fea- 
turing the new covered wood heel 
stripped to resemble the leather lift 


Informal town costume in 
rough ‘weeds. Black kid and lizard 
pump, ‘he reptile in a triangle inlay 
at the sides. 

4. Junior three-piece sport cos- 
tume for daytime. Prado brown 
suede oxford with tips and saddle 
of calf—the toe slightly squared. 

5. Green two-tone casual tweed 
costume. Green wood kid oxford 
inlaid with yellow green kid and 
heel in the same color. 

6. <Idmiralty blue ensemble with 
cross fox trimming—for daytime. 
Blue calf pump with lizard sides 
and inlays. 

7. Formal afternoon coat in black 
with beige lapin. Black kid pump 
with mother of pearl and onyx 
buckle in bowknot effect. 

8. Clear red woolen coat, 
trimmed with blue fox—over taupe 
afternoon frock. Mooresque kid 
pump with opalescent inlay and 
collar. 

9. Blue crepe de chine pajama 
costume for house and tea wear. 
Blue crepe mule decorated in silver 
kid. 

10. Sunday night frock in black 
chiffon with baguette clips. Black 
faille pumps, studded with rhine- 
Stones, 

ll. Formal white satin evening 
gown. Green crepe and satin com- 
bination sandal with silver and gold 
kid open shank. 
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or classic black-and-white or brown-and-white 


1930 


of footwear recommended for use with each 


LEATHER OPENING by 
Tanners showed availability 


\ of all leathers 


) | HIGH LIGHTS of FALL 


Vew shades of Kid, Calf and 
Suede in—Leafbrown, Salvador 
Brown, Vooresque, Il inestone, 
Admiralty Blue, Greenwood, Al- 
mora Brown, Prado Brown. 

Dull black mat calf and kid. 

Patent leather—black and colors 
—crinkle finishes. 

Iridescent leathers or trim- 
MIUNGS. 

Full grain elk leathers and elk 
finishes and colors. 

Frosted evening leathers. 

Genuine lizards and all snakes 
in colors. 

Photographic rajah lizards. 

Simulated snakes, lisards and 
alligators. 

Genuine alligators. 

Sharks, pin seals, taga snakes, 
water snakes. 

Calcutta and India ring lizards. 

Brazilian lizards. 

Boas—in colors. 

Leopard, badger, opossum, 
ostrich and fancy snake grains, real 
and simulated. 

Calf skin and side leathers in 
Luggage Brown, Saddle Brown, 
Briar Brown, Pigskin, Rusk 
Brown, Oxblood No. 2. 

Sheepskin 

The showing of fall leathers 
proved to be one of the most enter- 
esting and successful of the vari- 
ous leather exhibitions held under 
the auspices of the Tanners Council 
since the custom of displaying 
leathers at the Styles Conference 
was inaugurated. The attendance 
was large and shoe merchants and 
manufacturers displayed the great- 
est interest in the products of the 
tanning industry which were on 
exhibition. 





Dynamic Detroit Wins Its Way 


Enthusiasm of Merchants and Town Sweeps Aside Opposition 
to Motor Metropolis as Convention City 


dent of the Detroit Retail Shoe Merchants’ 

Association, an enterprising group of Detroit re- 
tailers ably assisted by Lee Barrett and Carl Sedan of 
Detroit’s dynamic convention bureau obtained the moral 
support of two hundred and fifty American and Cana- 
dian shoe manufacturers willing to vote “aye” on De- 
troit as the next convention city. This was undoubtedly 
one of the factors contributing to the selection of the 
Motor City for the 1931 convention. 

The neutrality of Detroit as a meeting place for all 
shoe manufacturers with special advantage for none has 
exerted an undeniable influence favorable to the Michi- 
gan metropolis. Some questioned the advisability of 
taking the convention to a non-shoe city—that is a city 
not a shoe manufacturing center. But the enthusiasm of 
Detroit merchants brushed opposition aside. 

Detroit’s rapid growth and its leadership in the trans- 
portation field attracts popular interest. Every red- 
blooded American admires Detroit and this national 
attraction will decide many a shoe man to attend the next 
N. S. R. A. convention. 


Ue’ the leadership of M. M. Mittelman, presi- 
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A preliminary organization committee was held at 
the Book-Cadillac Hotel, Wednesday, April 9. Detroit 
shoe merchants were well represented. The “National” 
interests were in the hands of Manager James H. Stone 
and Miss O. M. Johnson, assistant manager. 

At a meeting of Brooklyn and Greater New 
manufacturers at the St. George Hotel, Brookly: 
April 24, Mr. Mittelman and Mr. Stone presented 


plan for the convention and the interest of the manu fac- 


turers was most gratifying. A large number were }) 
ent and many signified their intention to exhibit. 
The reorganization of the Detroit Retail Shoe D: 
Association resulted in the continuance in office of } 
Mittelman, as president; V. B. McBride, vice-presi 
R. Doolittle, treasurer, and Clyde K. Taylor, secr 
Mr. Mittelman is such a well known figure in th: 
markets of the country as to make any reference t 
He first first cam 
prominence as buyer for the G. N. Adam sto 
Buffalo, before going with the I. Miller Chicago 
at State and Monroe. Six years later the I. 
[TURN TO PAGE 78, PI 


activities almost superfluous. 


STATISTICS ON AMBASSADOR BRIDG 
DETROIT 


Construction begun May 7, 1927, and fin 
November 11, 1929. 

Complete cost $20,000,000. 

Structural length of bridge is 7,400 feet 
Free span 1,850 feet. 

9,000 feet between entrance and exit 
having gates on each side. 

Gradient of approach 5%, of span 2%. 
Roadway of asphalt on cement, marked by 
traffic lanes. 

Width of driveway 47 feet, with eight 
sidewalk on one side. 

Cables are 19 inches in diameter, consistin: 
37 strands of leadpencil thickness, with 
such wires to a strand, making 7,622 in ca 
Tower foundations are carried down to rock 
115 feet. 
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N. S. R. A. Convention Committees for 1931 


HE Detroit shoe retailers showed their appreciation of the selection of 

their city for the N. S. R. A. convention January next by promptly or- 
ganizing to care for preliminary responsibilities. Announcement has been 
made of the following chairmen and committees : 


Honorary Chairman: R. H. Fyfe, R. H. Fyfe & Co., Detroit. 
Convention Chairman: M. A. Mittelman, I. Miller’s, Detroit. 


Vice-Chairmen: Elwyn Pond, Hub Shoe Store, Flint; J. E. Wilson, 100 
Whitmore, Detroit; Clyde K. Taylor, c/o Fyfe's, Detroit. 





Committee on Exhibits and Hotel Reservations: Chairman, A. O. Day, 
Fyfe’s; Harry Solomon, Kern’s Department Store; E. Bradshaw, J. L. Hudson 
Co.; Steven J. Jay, Fyfe's; W. L. Jonakin, Crowley Milner Co.; Edward 
Bernstein, Ruby’s, all Detroit. 


Style Show Committee: Chairman, V. V. McBride, McBride’s Boot Shop; 
M. W. Stocker, J. L. Hudson Co.; R. R. Deans, Fyfe’s; Leo Dillon, Frank & 
Seder Co.; George L. Snyder, Kern’s Department Store; John McGee, [oot 
Saver Boot Shop, all Detroit. 


Publicity Committee: Chairman, Clyde K. Taylor, Fyfe’s; R. S. Doolittle, 
Bird’s; J. J. Ertell, Ertell & Butler; Clyde E. Hornung, Fisher Building; 
Nathan Hack, all Detroit. 


Entertainment Committee: Chairman, A. M. Goetz, [. Miller; Vic 
Griesheimer, Carl Schmidt & Co.; Stewart Rackham; Ben Burke, Burke's 
Boot Shop; M. Adams, Lubin’s, Inc., all Detroit. 


Registration Committee: Chairman, John Hodge, Walk-Over; Rex James, 
Bostonian Shoe Store; S. Rutenberg, Nettleton Shoe Shop; W. S. Dowler, 
Edwin Clapp Shoe Co.; Edward Stocker, all Detroit. 


Ladies Entertainment Committee: Chairman, Mrs. Elwyn Pond, Flint; 
Mrs. M. A. Mittelman, Mrs. Clyde K. Taylor, Mrs. J. E. Wilson, Mrs. A. O. 
Day, Mrs. V. V. McBride and Mrs. John Hodge, Detroit. 
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Planting a Seed to Make 


MILLIONS SHOE-MINDED 


Real significance of Foot Health Week 


as measured by results this year 

















An open letter 
of appreciation to 
MAYOR 

MACKEY 


We congratulate Mayor Mackey on his broad vision 
and civic interest in helping to promote Foot 
Health Week, as a constructive program for the 
welfare of the men, women, and children in our 
city. 

J 
On the huge electric sign over the City Hall en- 
trance, he has emblazed a message to all Philadel- 
phians—National Foot Health Week, April 20th 
to 26th . . indicating this opportune occasion for 
emphasizing the great importance of foot health 
for our citizens. 

a 
With Geuting’s, foot health is a daily program; 
one constantly uppermost in our interest, for it is 
the very foundation of our business. We have 
always felt that style was not a thing apart from 
comfortable shoes. And we so design every shoe 
that the utmost in style is secured with the utmost 
comfort. 

7 
Even in women’s extreme formal footwear . . the 
highest hecl and the most fashionable toe are 
built into shoes that give the utmost comfort possi- 
ble, consistent with such style. However, we never 
recommend extreme high-heeled footwear for con- 
stant use. 

- 
We invite you to join us jn making this your foot 
conifort week. Come in at your first opportunity, 
to personally test for yourself the far-famed com- 
fort of Shoor-Tred shoes—Philadelphia’s favorite 
.. the shoes with which we outfitted over 100,000 
men, women and children in the past year alone. 


GEUTING’S 


1308-10 Chestnut Street 1230 Market Street 
19 So. 11th Street 1 -E. Lancaster Avenue, Ardmore 
38 W. Chelten Avenue, Germantown 








v 


ATIONAL Foot Health Week registered th 
out the country as one of the most const: 


educational efforts ever undertaken on behal; 


the retail shoe business. In many stores, which tied i: 
advertising, displays and sales promotional efforts wit 
national plan to focus attention on foot health and « 
shoes, rightly fitted, it also produced a gratifying ret: 
extra sales that can be directly attributed to cai 
planned, well timed publicity. 

Above and beyond the tangible results in extra pz 
shoes sold at retail, two outstanding accomplishment: 
as practical results which stamp the enterprise as ab 
worth while : 

1. Thousands of people throughout the nation wer 
more foot conscious and taught the direct relationship 
exists between proper shoes and good health. 

2. Retail merchants were impressed with the possi! 
of cooperative effort in promoting their common i: 
through constructive educational endeavor. 

To demonstrate his belief in the soundness of the Nai 
Foot Health Week idea, A. H. Geuting, president « 
National Shoe Retailers’ Association, not only gave 
official sanction, but featured it in the advertising an 
licity of the Geuting stores. One of the ads is reprodu 
this page. Mr. Geuting and other merchants of Phi 
phia cooperated in the observance of Foot Health 
there and, with the cooperation of other agencies, th: 
licity accorded the event in that city was possibly th 
spectacular achieved anywhere. 

In a statement expressing his belief in the possibilit 
Foot Health Week, Mr. Geuting said: 

“IT am heartily in favor of featuring Foot Health ' 
and making it stronger every year for the reason that it 
the line of planting a seed for the more careful conside1 
of footwear, which, of course, tends toward quality 
getting away from the mere price attitude that the chain 
is driving into the public thought. 


“We in Philadelphia received a number of very inte! 


ing news items as a result of our activities, and I feel 


the movement is an interesting development with real | 
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over the entrance to the 
Philadelphia City Hall 
proclaimed the message 
of Foot Health Week to 
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sibilities, worthy of the support of your paper to the 


advantage of shoe retailers throughout the United 


States.” 

Washington merchants not only advertised and pub- 
licized Foot Health Week through the usual channels 
but gave it a semi-official sanction by enlisting the interest 
of United States Senator Copeland of New York as 
honorary chairman of the Committee for the Promotion 
of Foot Health. 
health is well known through newspaper articles and 


The Senator, whose interest in public 


radio talks, was fitted with a pair of shoes as part of the 
publicity and educational program of the week. 


bbs Rochester Retail Shoe Dealers’ Association. 
Rochester, N. Y., indorsed the Foot Health Week 
movement but decided not to undertake a cooperative 
observance this year, recommending instead that the indi- 
vidual members tie in their advertising, window displays, 
etc., with the national publicity. Several of the stores 
in that city featured Foot Health Week prominently 
and with satisfactory results. 

Prominent shoe stores of Indianapolis used advertis- 
ing space in a four-page Foot Health Section published 
Monday, April Z1, in the Indianapolis News. This 
newspaper featured interesting editorial and news arti- 
cles regarding Foot Health Week and the general sub- 
ject of foot hygiene, quoting articles from Boor ANp 
Stok RecorpDer in this connection. Chiropodists of the 
city also contributed educational features to this section 
and cooperated generally with the shoe merchants in 
giving publicity, which served to focus public attention 
on foot health. 

\s in the case of most cooperative movements of this 
nature, the first year’s observance really represented 
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pioneer endeavor whose results will be more apparent in 
the years to come. In the cities and localities mentioned 
above, as well as in numerous other communities through- 
out the country, tangible results were obtained in extra 
sales and profits. The real outstanding accomplish- 
ment, however, as indicated by Mr. Geuting in his state- 
ment, was in the planting of seed which, with persistent 
follow-up in future years, should result in a more 
thoughtful consideration of shoes by the public and a 
realization on the part of merchants that they have much 
to gain from cooperative enterprise along educational 
lines whose aim and purpose shall be to make the public 


increasingly shoe conscious. 


39 
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Is “Follow-Up” Needed ? 


HE Shoe Styles Conference of last week was most 
significant. If you will re-read the section of that 
issue that gives the chart of fall selling, you will sense 
a middle-of-the-road policy. Assuredly that was the 
right thing to do six months ahead of the new season. 
There is safety in the committee recommendations. 
The fact that every part of the country was repre- 
sented and every possible branch of industry partici- 
pated in the deliberations indicates a COMMON 
MIND for style, color, last and pattern for fall. 

This was the first time that a styles conference was 
addressed by a banker, proving that there is an eco- 
nomic direction to style—a new, variable factor not 
considered in previous style conferences. 

May we suggest that perhaps the styles conference, 
predicting a full six months ahead to round up the year 
of 1930 may need a “follow-up.” In a year of eco- 
nomic change it is probable that we will see some 
fashion change develop by July. That change will 
only affect about 10 per cent of the shoes but even 
that proportion of “style sweetness’ needs the con- 
certed attention of an industry. 

As the dress goes, so goes the footwear for women; 
and as the suit goes, so goes the shoe for men—was 
an observation made at the conference; and industry 
has still to get the last word on high style costume 
fabrics and colors for early fall selling to the great 
American Public. 

The style recommendations are safe and sane and 
should influence major production of footwear in an- 
ticipation of one of the earliest falls on record. There 
is every indication now that fall will open up as an 
earlier festival of fashion. 


There may be a need for a second fall style me 
in July for a study of new high style trends and co 
This might well be handled by small committees i 
the various great national associations. Its fun 
might well be that of indorsement and elaboratio: 
well as reaffirmation of basic colors and trends. 

Our industry certainly has proved to America 
to the world that it can cooperate in a movemen 
make more orderly style and color and to elimi 
the waste of wrong selection. 


4 4 te 


Best Sellers .. . and “Reverse” 


EALERS in books have a fashion of tabula 


the ‘“‘best sellers” of each week and each mont! 


They watch carefully the sales of current literat 
and the author who figures frequently in lists of “ 
sellers” is presumed to be on the highway to w 


and fame. Unfortunately, perhaps, for the gen 
quality of the world’s reading matter, the snap }j! 
ment of novel readers is not an infallible guide. 
Possibly the public taste as to the most desir 
styles in shoes is not infallible but it pays the merc! 
pretty well to keep within hailing distance of 
taste, whatever it may be. There are “best sellers’ 
every manufacturer’s line, and every store has, in tt 
its own best sellers. That is to say, there are s 
shoes in each manufacturer’s line which stand 
strong in sales and pile up high records, whereas 
general run of samples trail along with only mode: 
It is to be noted that it c 
just as much to get up lasts and patterns for one 
the mediocre samples as it does for a best seller; : 
it costs just as much to produce and carry the samp! 


amounts to their credit. 
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If the average of all the samples could be brought up 
to that of the best sellers the manufacturer would 
prosper greatly. 

What is it that makes a best seller? That is some- 
thing which no manufacturer can tell, because he 
doesn't know until afterward which of his many styles 
is to be the best and most popular. 

The very fact, however, that a few samples will 
nearly always so far outsell and outshine the rest of the 
line should make it doubly imperative that all possible 
consiieration be given to the designing of styles and 
the perfecting of new samples. To take out three or 
four hundred samples and then find that nine-tenths 
of the season’s business has been done on only a score 
or so of the numbers is to diverge from economy of 
production. 

Style is the most important single element in shoes 
today. It is-just as important for the retail dealer to 
be rizht as it is for the manufacturer, and in order to 
be rivht the retail dealer needs the close tabulation and 
oversight that the manufacturer uses. A shoe manu- 
factirer foots up from day to day just how many 
pairs of each of his styles have been sold. He knows 
at a glance which are his “best sellers”; but there are 
hundreds of retail dealers who never do know with 
any exactness (except at inventory time) how many 
pairs they have sold of any given style. There are, in 
fact, comparatively few 


shoe dealers who know 


with big bunches of “stickers” on their shelves. 

From the practical standpoint of store finance, and 
total net profits, it is perhaps more important for the 
dealer to know which are his WORST sellers than to 
If any particular 


know which are his “best sellers.” 
style is going strong, everybody about the store knows 
about it. But if at the other extreme of popularity 
some style is sticking on the shelves, it takes the in- 
fallible index of the sales sheet to point out the laggard 
with certainty. 

These twin requirements have forced themselves 
into modern shoe-producing and shoe-selling; greater 
care in designing and selecting styles, and greater care 
in keeping tab on which styles are selling. 


ee 


Pick Colors Carefully 


HE day is not far distant when every shoe will 

be tested against the measure of its fitness in color 
and design for the purpose for which it is to be used. 
Richard F. Bach, director of the Metropolitan Museum 
of Art, spoke at the Crystal Anniversary of the Textile 
Color Card Association and said: “The response to 
color is among the clemental efforts of nature 
its appreciation is increasing generally, for color 
and style today are better understood and more 
We may look 
to the near future as one 


wisely used. 








accurately, at all times, just 
how many of each style the 
store is selling. These few 
are the ones whose chances 
of profit are biggest, 
for they are the ones who 
are least likely to be caught 








— issue. 
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—God News— 


“It is a pleasure for any good shoe 
man to read your Boot and Shoe Re- 
corder. I don’t know how a shoe man 
can get along without it. I sure enjoy 
reading it, for it is worth lots more 
than money to me. 


“MAX FERSCHTMAN, 





in which art and industry 
shall end their estrangement, 
and the new bond will be 
sealed against a background 
of economic good sense pro- 
vided by the art of industry, 
and the industry of art. 


I never miss an 








“Lincoln, Neb.” 


* 















































In your store, where you sell shoes for 
the entire family, you will find the need 
week by week of those helpful sugges- 
tions that can be translated into the sale 
of women’s, misses’, men’s and boys’, 
children’s and infants’ footwear, as well 
as rubber footwear for every member of 
the family. There is one thing makes 
the RecorpeR unique of all business 
papers. It covers every division at retail 
in an effort to Get More Shoes Sold 
Right every week in the year. It is not 
a publication for women’s styles alone. 
It is all inclusive of the function of re- 
tailing for the entire family. 


—_—=_r 
Fat OFT Elo 


President. 
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Survey of Retail Inventories 


Analysis of 1929 Returns from Shoe Stores 
to the N. S. R. A. Educational Department 


Shows Generally Favorable Situation 


NALYSIS of returns of members of the National that insofar as the operations of the merchants wh 
Shoe Retailers’ Association, who submitted their mitted their figures to the association affords a mx 
ing stick for conditions in the trade at large, the st: 


figures on operations in 1929 to the association for the 
the latter seems more satisfactory than has been gen 


purpose of its survey, has been completed and released 
in a preliminary report, to be followed by a more com- supposed. 

prehensive study that will be made on the basis of more It should be remembered that these figures came 
The preliminary survey reveals some a small group of better than average stores. A 


complete returns. 
densed summary of the returns is given below: 


striking and extremely interesting facts, tending to show 











cr 


N.S. R. A. INVENTORY ANALYSIS SERVICE 
Condensed Summary of 1929 Returns 


These figures are made up from that group of returns which were sufficiently detailed to give all factors called for by t! 
report. 


192‘ 

Gross Profit Percentage ; 33.9° 
Operating Expense Percentage 29. 29.6° 
Net Gain (not including discount) F 4.39% 
Percentage of Rent ' 4.9° 
Total Payroll (including proprietor ) , 16.9° 
Advertising A 2.8% 
Miscellaneous Se 5.2% 
: 1.9% 


** Amount of annual sales for each $1.00 in stock: 
Men’s f 

of 3.5 

3 

A!) 


6 


nN 


*This figure obtained by dividing total stock intc outgoing cost of sales. 

**These figures obtained by dividing stock in each department into total sales in each department. 
cate rate of turnover but simply the ratio of stock to sales. 

In this connection it is interesting to note that $1.00 in stock and $4.00 in sales if done at 37.8% gross profit would 


mean 2.5 turnover. 
The figures below show the same story reflected by the percentages for 1929 reduced to terms of a store doing $60,001 


This does not indi 


business. 


TN a bc gary cole eatd Roa ee ee nein $60,000 
Cost of Sales 

Gross Profit 

Operating Expense 

Net Profit 


UY UN NI Dna 5 sine c i eccdsuseccdees 
Advertising 
Miscellaneous 


Ernest A. Burri_t, 
Educational Adviser of the N. S. R. A. 
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The cost of doing business does not lessen, still re- greater than 3 per cent budgets. Miscellaneous expense, 
maining at approximately 30 per cent for the average 
store. Only 23 per cent of the returns show an operat- 


ing cost of less than 25 per cent. The margin of mark- 


including all items not mentioned above, range from 4 
per cent low to 10 per cent high, averaging about 7 
per cent. 

up, apparently, will show a slight increase, although 35 

XACTLY one-half of the stores showed volume in- 


per cent of the stores show a markup of less than 30 
crease for the year and the other half a loss. The 


per cent, and only 32 per cent over 35 per cent, leaving 
45 per cent of the stores in the middle group of from 30 ratio of the men’s and women’s sales, and the men’s and 


per cent to 35 per cent markup. Rental percentages women’s increase will be worked out in detail later from 





as —— 


Outstanding Features of 1929 Retail Inventory Returns 


CONSTANTLY increasing number of retailers are submitting their inventory returns for confidential 
i analysis by the Educational Division of the N. S. R. A. Below are some of the outstanding facts on retail 
store operation for 1929 reflected by the returns received. 
AMOUNT OF VOLUME RENT PERCENTAGE 
Over $100,000 c Over 8% rent 
BOOMOe 86 BOUND ooccccccccsccsces 4 35% 5% to 8% rent 
$25,000 to $50,000 y 3% to 5% rent 
Less than $25,000 Less than 3% rent 
COMBINED LABOR AND SALARY, 
INCLUDING PROPRIETOR 
Over 20% payroll 
15% to 20% payroll 
12% to 15% payroll 
Less than 12% payroll 


ADVERTISING 


GROSSMAN MARK-UP 
oie Me, PTC E OTe 32% 
30% to 35% 
20% to 30% y 

¢ wie = 4 

Less than 20% %—100% 8% —1000% 

EXPENSE PERCENTAGE 
Over 30% expense Over 3% advertising.... 
25% to 30% D 2% to 3% advertising 
20% to 25% 5% 1% to 2% advertising 
Less than 20% Less than 1% advertising.. 


32% 


cost 
35% 


ALL OTHER EXPENSE 
Over 10% miscellaneous 
6% to 10% miscellaneous 
Se 10 Gey MROCTIIOONE ooo cecicsccccssevscess : 
Less than 4% miscellaneous 
VOLUME INCREASE OR DECREASE 
Stores showing volume increase 
Stores showing volume loss 
PROFIT OR LOSS 
Stores showing net profit for year 
Stores showing net loss for year 
\BILITY TO FIGURE PERCENTAGES 
Stores showing figured percentages 
Stores showing no percentages 
STORES SHOWING PAIR RECORDS 
Stores showing adequate pair records, on hand and 
sold 
Stores showing no pair record 
AMOUNT OF STOCK 
Stores showing increased stocks 
Stores showing decreasing stocks 


——f 





k 





will apparently center at about 5 per cent, varying from 
a low of 2 per cent to a high of 10 per cent. Combined 
labor and salary will show an average of 15 per cent, 
but it will be difficult to standardize this item because 
of a wide variance in the matter of proprietor’s draw- 
ing account, many choosing to take what would ordin- 
arily be year-end dividends in the form of month to 
month drawing account. Advertising budgets remain 
about the same, with two-thirds of the stores showing 
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the complete figures. Of the returns thus far received, 
70 per cent showed a net earning for the 
per cent reported a loss. 

One of the most striking things about the returns 
thus far is the failure of retailers to work out into per- 
centages the items of expense. Although the blank was 


year and 30 


arranged simply and space provided for percentages, 
either shoe retailers in general do not know how to 
compute percentages or are too indifferent to do so. 





THE BUSINESS > >> 
CRIME COURT 


By HAROLD WHITEHEAD 


Is it a trade abuse to buy in small lots from too many sources, instead 
concentrating purchases? 


This is the issue before the Court in the case of the People against Jan 
Phelps. The trial begins, Judge Braddock presiding. District Attorr 
Flinn opens for the prosecution 


AY it please the Court: Gentlemen of the Jury: You gentlemen kno 
as well as I, that the right to live one’s own life is upheld in t 
sovereign State. So long as you so live that no one is injured by your 
mode of life, the State will defend your welfare and guard your freedom of acti 
I, however, you do anything which injures your fellow business men, the sa 
sovereign State will use the majesty of law to restrain and to punish you. Gent 
men, you represent the majesty of law in this case, and you shall say whether 
not the defendant, James Phelps, shall continue in his economically criminal w: 
or shall stand before the bar of justice and be made to pay the penalty for thie 
misdeed with which the State accuses him. 

“We shall show clearly and conclusively that the prisoner Phelps has, by |i 
vicious and small-minded practices not only jeopardized his own business solver 
but caused serious loss to others. 

“How this wretched man operated I will not discuss personally. The lips 
others will give you the evidence, overwhelming evidence of guilt.” 

linn looked leisurely over the jury. Then picking up a sheet of paper he call: 
for the first witness. “Marcus Lyons.” 

The witness, a black-haired, heavily built man of about thirty-five, walked w 
an air of importance to the witness stand, where he was quickly sworn in. 

linn: “What’s your name, please” 

Lyons: “Marcus G. Lyons.” 

Flinn: “You are a small manufacturer in this State?” 

Lyons: ‘‘Well, in a way. Not so small, but not big, y’ see?” 


“cc 


linn: “You manufacture specialties ?”’ 
i.yons: “Sure, we make the finest line of ——” 
Flinn (quickly): “Never mind that. Tell the jury, Mr. Lyons, if you sell to | 
defendant.” 
Lyons: “Sell to who?” 
Flinn: “The defendant, Phelps.” 
Lyons (smiling broadly): “Oh, sure, I did.” 
linn: “But not now?” 
Lyons: “You said it. Not now. Why, that big 
Flinn (sharply): “I must ask you to keep to the questions only. Did 


t 
defendant pay his bills ?” 

Lyons: “I tell you he did, but I had to go after the bum.” 

Brent (an elderly attorney, tall, thin and with a languid air): “Don’t let yo 
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love for my client stop you, my friend.” 

\n undercurrent of laughter ran through the court 
which a sharp rap from the Judge’s gavel quickly dis- 
pelled. 

Flinn (glowering at Brent): “Mr. Lyons, although 
my learned friend chooses to be amused at your troubles 
with his client I must again warn you to answer ques- 
tions only. You say the defendant paid his bills. Was 
he prompt or did you have trouble ?” 

Lyons (waving his arm): “It was trouble, I'll say. 
I ask him a dozen times, as nice as you please. Then 
when I get mad, you see, he pay me.” 


Flinn: “But you sold him a second time?” 


Lyons (nodding): “I tell you I did. 1 done it several 


times. Then—— 

Flinn (quickly): “Then you crossed him off 
books ? 

Lyons: ‘“That’s so, I refuse to sell him again.” 

Flinn: “Why?” 

Lyons (leaning forward in a confidential manner) : 
“It’s like this. 
of the cost of doing business with this b— 
with Phelps. 


your 
You refused to sell him any more?” 


My bookkeeper, he bring me an analysis 
I mean 
He show me that the orders he give me 
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” 


are so small that IT lose money on ‘em. See? 
Flinn: “Did you explain that to Phelps?” 
Sure | to him: ‘Mr. 


Phelps, you should make the orders bigger. The cost 


Lyons: “Did I? did. 1 say 
of packing and billing such little orders make it I lose 
money.” ’ 

Minn: “And the prisoner refused 7” 
“Yeah. 


“Because the business he 


lyons: So we quit.” 


Flinn: gave you was un- 


profitable, vet knowing you lost money he refused to 
make the order bigger?” 

“Yes, that’s it; that’s right.” 
Flinn (after a pause, turned to Brent): 


Lyons: 
“Your wit- 
ness.” 

Brent (rising lazily): “Thank you, my friend.” He 
then looked with quiet amusement at ]-vons, who was 
obviously embarrassed. “Mr. Lyons, you have quite a 
good business, I understand. I shall say you are a keen 
man of business ?” 

Lyons (shrugging his shoulders depreciatingly) : 
“Well, | might be worse.” 

You how to 


Brent: “I’m sure you might. know 


[TURN TO PAGE 80, PLEASE] 





An inexpensive but striking display 
expressive of the spirit of Spring 


Sell the Season Through 


Shoe Window Atmosphere 


EASON is the biggest selling argument for shoes. 

When spring follows on the heels of winter, and. 

summer, in its turn, claims the place of spring, 

folks are in the mood to buy. Cashing in on season 

consciousness is good sales psychology. Windows offer 
one of the most effective ways. 

Above is an illustration of a window display that ex- 


presses admirably the atmosphere of season. This 
window was used by \WV. J. Reif & Son, retail shoe mer- 


chants of Honesdale, Pa., just before Easter. It breathes 


the spirit of springtime and affords an example of how 
this enterprisingeretail store follows the changing: sea- 
sons through the year with windows that keep the public 
reminded that it’s time to buy new shoes. 

Within the next few weeks the Reif store will featurs 


summer footwear in an environment equally expressive 


of the summer season. Retailers who hope to transio 
summer from a dull season to a profit period will do \ 
to follow their example. Feature summerweights, sp 
shoes of all kinds, summer footwear of every sort 
windows trimmed to impress the customer with the f 
that summer lurks just around the corner. 

It doesn’t necessitate a vast expenditure or an ex} 
display man to accomplish this. Says Mr. Reif: 

“As a store in this size town cannot afford to buy sit 
paintings, backgrounds, etc., the whole setting of 
window is the handiwork of the junior member of 
firm of W. J. Reif & Son. Although he has had 
training in this line of work, he has had many favor 
comments and compliments, not only from people arou 
this section but from transient strangers from N 

[TURN TO PAGE 64, PLEA 


In the months of Spring 
Streams awake and robins 
sing; 
Grass grows green and sap 
begins 
To tickle trees about the 
shins. 
—Samuel Hoffenstein 
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EF AD-VISO 


A Page of Ideas for Making Your Ads Distinctive and Resultful 





Do You “Fill In’ Your 


Form Letters ? 


Do you fill in the names and ad- | 
dresses when you send out form letters | 


to your list? Many concerns do, and 
it has been quite generally considered 


that having the name filled in gave the | 


letter personal touch and made it 
more appealing to the recipient. 

It is very difficult to type in a name 
and address on a form letter so that 
it matches the body of the letter. Usu- 
is apparent at a glance that the 
letter is a “form” letter and not an in- 
dividually written one. Often the job 
of filling in is so poorly done and so 
illy matches the rest of the letter that 
it makes it look cheap and botchy. 

\dvertising experts now advise that 
this attempt to personalize form letters 
is not worth the time and expense. 
They argue that since so few people 
are deceived by the “fill-in,” it is a 
waste of money, and when the job is 
poorly done it kills any chance the let- 
ter might have had of making a good 


ally it 


impression. 

Perhaps you are spending money in 
this way needlessly. If you want to 
t check for your own satisfac- 
ry sending out 50 letters with the 
filled in, and then send 50 of the 
etters without any fill-in to any 

good list. Offer a good value- 

ing worth coming after—and 
stipulate tnat the letter must be brought 
to the store in order to get the “spe- 
ial.” Keep a careful record of the 

s of this little test campaign and 
in soon tell whether your list of 
ners respond better to filled-in let- 
r to ordinary form letters. 


nake 
tion, t 
name 
same 
equall 


somet 
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This Will Interest All the 
Golfers 


Do you sell sports footwear? And 
a “golf” town? Then here's 
stunt that will get the attention 

very golfer, and it won't cost you 
much 


ons ‘“ 
rs 


because 
lucky enough to qualify. 

Offer a pair of your best shoes— 
choice of the store—to every golfer 
who makes a “hole in one” on the local 
course during the season. 

You won't give away .many shoes 


few golfers are ever 
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One of the First Ads of the 
Season on Summer-Weights 

















MEN! Time to take your Summer Shoes 


seriously in a‘‘light-way”’. . 
Werner SOLITE Oxfords! 


Yes, ‘those happy days are here again” 
when youcrave the unhampered freedom 
and lightness of Summertime fashions! 


SQ@LE RE... “light-as-a-feather"’ 
Oxfords afe attuned to the season in 
fourteen different patterns, each with 
the soft, easy, flexible fit of a fine glove 


Black or brown calf sep 


Solites ... all styles . 


Frank Werner @. 


MEN'S SuOoPr 
e744 MAREET se renee 











perhaps not any! But you'll get a lot 
of attention from golfers just the same 
and your offer will be talked of. The 
local club will be glad to post your 
offer its bulletin and you 
can feature it in your windows. 


on board, 


A “Stunt” That Gets 
The Boys 


An Ohio store that makes a play for 
children’s business puts on an annual 
“Baseball Throw” for boys that is a 
great publicity stunt. 

The “baseball throw” held 
Saturday morning in a side street ad- 
joining the store. It extensively 
advertised in advance, and the boys 
themselves do their share in spreading 
There are numerous prizes, 


is on 


1S 


the news. 
because experience has shown that it 
better a great many boys 
win less expensive prizes than to have 


is to have 
valuable prizes and only hand out two 
or three of them. 

Boys who want to compete are re- 
quired to come to the store and regis- 
ter their and thus 


names addresses, 


| providing the store with an excellent 


| 
| 


| 
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and up-to-date mailing list. 


| vacation 


A Vacation Window 


For June 


In June, when most people are think- 
about their vacations, a 
window lot of 
attention and help sales, particularly 
features. 


coming 
attract 


ing 
will a 
if it has some unusual 
very attractive 
Eastern store last summer had 
beckground a large map of the Eastern 
resort region, drawn somewhat in the 
style of the maps of ancient times. 
From each well-known resort shown on 
the map a narrow ribbon led to a pair 


in an 
for its 


One window 


of shoes in the foreground of the win- 


dow. By each pair of shoes was a little 
card with some pert saying referring 
to the resort indicated by the ribbon, 
such as, “They'll Wear These on the 
Boardwalk at Broad Beach,” ete. 

If you know someone with enough 
artistic ability to rough up such a map 
for you, you can build a most effective 
window display with little work, and 
you'll find it stops every passerby. 

Another window 
last required 
more construct, showed a 
beach scene. Along the background 
was a boardwalk which was elevated 
| about two and one-half feet above the 


very effective of 
but 


to 


season, one which 


work 


sand covered floor. 
leg forms 
along the walk to give the effect of 
promenaders, and a railing about a foot 
the hid the fact that the 
forms were mere leg forms. 
Advertising That 
Makes Friends 


A Southern merchant who is always 
the alert a plan 
has made for 

It is so simple that any mer- 
it, it to 


Shoes on were aranged 


above walk 


for business uses 


friends 


on 
that 


store. 


many his 


chant can use and is certain 


get results. 
Whenever 


some achievement 


a picture or story about 


of a local man ap- 





pears in the newspaper, this merchant 
| clips it and sends it the man with a 
briet little of congratulation on 
his accomplishment. 

There is never any mention of busi- 
| ness in these letters, and for this rea- 
| son they ring true and are deeply ap- 


| preciated by those who receive them. 


note 








Use This as A Daily Reminder Throughout the Month 




















Monday, June 2 

Feature WHITE SHOES in your win- 
dows this week with cards suggesting 
their timeliness for graduates, brides 
and summer vacationists. An all-white 
window can be made very effective. 


Tuesday, June 3 


How about new summer backgrounds 
or panels for the windows and a new 
interior trim for the summer season. 
A very little expenditure will go a long 
way toward making the store more in- 
viting to summer shoppers. 


Wednesday, June 4 


A letter or circular to your mailing 
list featuring CHILDREN’S SHOES 
for vacation wear will certainly be 
timely this week. Send it out today 
and put in a window to tie up with it. 


Thursday, June 5 


Run a good sized newspaper ad to- 
night or tomorrow night on CHIL- 
DREN’S SHOES. And if you want 
to get the children working for you, 
offer “25 cents for your old shoes, no 
matter how worn they are, if you buy 
a pair of children’s shoes here this 
week.” If you don’t want to offer cash, 
you can offer a kite or baseball or some 
inexpensive toy. 


Friday, June 6 


Even though it is a small ad, you 
ought to have some space tonight fea- 
turing WOMEN’S SUMMER FOOT- 
WEAR for Saturday selling. And, of 
course, you'll tone up your windows 
tonight to make them particularly in- 
teresting to Saturday shoppers. 


Saturday, June 7 


Have you good specials displayed 
inside the store today as well as in the 
windows? Insist that every salesman 
mention at least one of the numbers 
you are featuring to every customer 
he serves. Hosiery should be a BIG 
Saturday item. Push it! 


Monday, June 9 


It’s time for a really interesting vaca- 
tion window. See the suggestions on 





another page and then work up some- 
thing really “different” for your own 
display. 


Tuesday, June 10 

Are you pushing MEN’S SUMMER 
WEIGHTS? A postal card to your 
list of male customers will help. Make 
it snappy? The fewer words you can 
use the more chance you will have of 
getting your story over. 


Wednesday, June 11 


Go through your stocks today and 
pick out the slow sellers. Use them for 
Saturday leaders and window specials 
in June instead of waiting for your 
Summer Clearance. You need good 
specials now even more than you will 
at sale time. 


Thursday, June 12 


How long since you've carefully 
checked your stock of fixtures and store 
supplies? Many stores let dollars slip 
away by not exercising close enough 
contro! of store supplies. Fixtures not 
properly stored when not in use soon 
become broken and valueless. 


Friday, June 13 

Friday the 13th! Cash in on it! 
Advertise “13 Lucky Bargains for Fri- 
day the 13th!” Offer 13 good values 
in a big ad, backed up with a sale 
window, and make this YOUR lucky 
Friday. 


Saturday, June 14 

Flag Day. Perhaps you'll want to 
recognize it with a window, or with 
FREE FLAGS to boys and girls who 
come in the store with their parents for 
shoes. Or, if yesterday was rainy, you 
may want to continue your “13 Lucky 
Bargain,” to give everyone a chance at 
them. 


Monday, June 16 

Put in a god SUMMER STYLES 
window. This is a month when every 
sale counts. Are you pushing the sale 
of polish, laces, shoe trees, etc.? If 
these things are suggested to every cus- 
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sales will be made. 


Tuesday, June 17 


Are your windows “pulling”? 
bers in the window each day this 


“Our Daily Special—Not Advert 
Keep a check on the calls each da 
these specials. 


Wednesday, June 18 

If your check-up last week dis: 
many slow sellers, one good way | 
action is to send out a letter to 
trade offering “July prices in Jun 
a few styles which are not advei 
and can be seen on request. Pr 
worded, such a letter will bring ’e: 


Thursday, June 19 

Are your windows well lighted ¢ 
long since you replaced all the el 
bulbs? There are now “window 
pers” in the streets these summet 
nings. Be sure your windows 
bright enough to stop them. 


Friday, June 20 

You'll want a good ad on SUM 
FOOTWEAR and HOSIERY to: 
for Saturday. And how long 
you've ieatured SPORTS FC 
WEAR. Now’s the time! Many 
tions start July 1, and the next 
Saturdays should see good sales. 


Saturday, June 21 
CHILDREN’S DAY. A day 


tered primarily for the sale of 
mer toys, but it’s being taken u 
other lines and is worth helping a 
Put in a window and offer f 
TOYS with all children’s shoes 
today. 


Monday, June 23 

How long since you gave ever) 
tomer an extra pair of laces fri 
a ticket calling for free “shines” ? 
good business to do this. Try it 
week. You'll find it brings custo 
back to buy again. 





[TURN TO PAGE 78, PLI 
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tomer, a surprising number of “extra” 


putting one of those slow selling nu 


at a special price, with a card reaii 


An 
of ev 
shoes 
toget 
shoes 
of th 
Ab 
shoes 
little 
the s 
him | 
size 


EIDEAS . 


~ WorTH [TRYING 


Practical Suggestions to Help Your Sales In June 





—_— 


Time to Feature Golf 
Footwear 


Notice 
TO GOLFERS 


Come and see Jerry Glyn, 
famous Barrington Hills 
professional, drive a golf 
ball through a brick wall 
and 8 inches of steell 
Not literally, of course, but he is hitting 
them just thet hard every day this week 
up to Saturday, right on our main floor, 
10 to 4 o'clock. 
Get his stance, get his stroke. 
Let him show YOU how. 
He wears and recommends Cutler golf 
shoes; for MEN AND WOMEN. $550 


CUTLER'’'S 


111 S. STATE STREET 





HEADQUARTERS FOR EVERY KIND OF SPORT SHOE 








A Service That Every Man 
Appreciates 


An lowa shoe store gets the name 
of every man who purchases a pair of 
shoes. The name is entered on a card 
together with a memo of the kind of 
shoes purchased, the size, and the date 
of the sale. 

About one month after a man buys 
shoes in this store he gets a friendly 
little letter expressing the hope that 
the shoes are satisfactory, and telling 
him that the store has a record of his 
size and the style of shoe he pur- 
chased. 

He is told he can duplicate the shoes 
at any time, and if he is too busy to 
come to the store a letter or a phone 
call will bring the shoes to him. 

Men appreciate this service. Most 
men like to wear one style of shoe, 
after they have found a style that suits 
their taste. 
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A Good Letter To 


Use In June 


If you have some slow-selling num- 
bers, there’s no need to hold them un- 
til your summer clearance sale. Make 
them the subject of a letter something 
like the one below, and use them for 
June trade stimulators. Many stores 
have found that this idea helps business 
and promotes a quicker turn on styles 
that show a disposition to stay on the 
shelf. 

Here’s the letter. You may not want 
to use it just as it is worded here, but 
you can easily change it to suit your 
own needs: 

Dear Madam: 

Why wait until July to buy 
SMART SHOES at July Clear- 
ance prices? 

In checking over our stocks, we 
find we bought too many of several 
good summer styles. We know 
right now that we’re going to have 
some of them in stock next month, 
and that we'll have to include them 
in our JULY SALE, but— 

Our regular customers can buy 
them right now at the July Sale 
prices! We believe this privilege 
belongs to those who trade here reg- 
ularly, and since we're going to 
reduce the price, why not do it now, 
and give you an extra month’s ser- 
vice? 

This is a real chance to save— 
don’t miss it! It will not be adver- 
tised, and the shoes will not be on 
display, but a word about this let- 
ter to any salesman will be all you 
need to see these BARGAINS! 

Very truly yours, 


YOUR SHOE CO. 


If you wish, this letter can be 
changed to tell a little about the par- 
ticular styles you have to offer, and 
the prices. 


A Window to Feature 
Men’s Summer Weights 


A Western store had a pair of men’s 
summer-weight shoes frozen in the 
center of a large block of ice. The ice 
was placed in the window in a large 
tray, and customers were offered a 
chance to win a pair of shoes by esti- 
mating how long it would take the ice 
to melt. 
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Copy Paragraphs for 
June Ads 











Slippers That Have 
Style Individuality 
When we say “individual styles” we 
are talking about REAL individuality ! 
We buy only a few of each new style 
—and we rarely reorder the same style 
after our initial order sells out. That’s 
why you hear so much talk about our 
shoes—you never see the same style 
twice! 


The “Right” Slippers 
for Sunny June Days 


For June's “perfect days” with their 
round of weddings, graduations, parties 
and vacation activities you must have 
the “right” footwear. Here are the 
styles that have won Fashion’s approval 
—shoes for every summer occasion. 
New ... Attractive . .. exclusive... 
but NOT expensive! 


Men’s Summer Oxfords 

That Are “Featherweights” 
Yes, sir, if you are interested in keep- 
ing your feet comfortable this summer 
you will want a pair of these new 
“featherweight” oxfords. Just imagine 
how good it will seem to reach the end 
of a blistering hot day with feet as 
fresh and comfortable as when the day 
began! These new shoes will turn the 

trick—and as for style, oh! man! 


Diverse Are the Footwear 
Styles for June 


We're having a little Style Show of 
our own here—featuring the new sum- 
mer footwear. And it’s a show that 
changes every day for new styles are 
constantly arriving. What are the new 
styles? We couldn't begin to tell you! 
But if you will drop in next time you're 
passing well be glad to show them to 
you. 

This Matter of 
Children’s Footwear 


It’s an important question—particu- 
larly now, when boys and girls are be- 
ing outfitted with vacation footwear. 
We sell the best shoes obtainable in the 
price range most parents can afford, 
which no doubt explains why so many 
of them bring their children to us. 




















ICH dark browns, a brown 
with a mauve or plum cast, 
a new mahogany shade 
and dark green will be 


the outstanding colors . 
Jor the Fall and Winter Season 
I Q 3 O 


Amalgamated 76 —BURNT COPPER 


A rich dark brown. 
Official Color—Pravo Brown. 


Amalgamated 122—BUNNY BROWN 


A coffee-bean brown. 
Official Color—MooresqQueE. 


Amalgamated 375—PECAN ROYALE 


A soft brown with a mauve tinge. 
Official Color—A.mora. 


Amalgamated 93 —DOMINGO 


A luminous dark mahogany. 
Official Color—Satvapor. 


Amalgamated 40 7—THISTLE TAUPE 


A blending of grey and mauve tones. 
Official Color—Lrar Brown. 


Amalgamated 5 40—SHAM ROCK 


A dark sea green. 
Official Color—GREENWOOD. 


Amalgamated I5Q—LAPIS BLUE 


Sparkling as a sapphire. 
Official Color—ApmiIRALTY BLUvE. 


Amalgamated 2 65 —FUCHSIA 


The shade of Italian wine. 
Official Color—WINETONE. 


Satin Kid... Mat Kid .. . Amalac in all colors for trimmings on 
colored and black shoes... Amalco in all colors for evening slippers. 


Sample Swatches on Request 


cAmalgamated Leather Companies, Inc. 


Offices:319 Arch Street, PhiladelphiaxxFactories,Wilmington,Del. 
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The RGH 
CONFORMER 


appeals to women on both sides of 30! 


ARCH CONFORMER 


for dress wear 


Super-Flex (Cement) Process $10.00 
Littleway Process ... . 8.50 


ARCH CONFORMER 


for general wear 


Flexible Shank Welts . . $10.00 
Firm Shank Welts . . . 8.50 


y r y 


Buying a pair of shoes was always a com- 
promise before the new Arch Conformer 
made its debut in 1929, 

Comfort was there for the older women 
and style was there for the younger women 
—but never the twain did meet in one and 
the same pair of shoes. 

Arch Conformer did it first, thanks to 
that amazing patented ‘“Shock Absorber’ 
heel seat—like walking on air—which per- 
mit low heel comfort in high style shoes. 

It’s a great advance; enthusiasts say, 
the greatest since ‘‘lefts and rights.’’ See 
this shoe now, if you haven’t already, and 
then talk about it to every woman in your 
town. It’s great news for women who are 
foot-troubled and yet want to look smart. 
It’s something worth shouting about. 


DOROTHY DODD SHOE COMPANY, BOSTON, MASS. 


In Stock Centers— Boston, Atlanta 


Chicago Sales Office: 209 South State Street * * New York Sales Office: 908-910-912 Marbridge Bldg. 
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CAUTION! 
ONLY GENUINE 


LOOK for. TRADE-MARK 


ARE SO STAMPED ON THE SOLES 


ON EVERY 
GENUINE PAIR 


Every reliable product has its not-so-reliable imitations. 
Deauville Sandals are no exception. When the feminine world 
went “Deauville” in the summer footwear mode, the name 
“Deauville Sandals” was used indiscriminately for many woven 


leather sandals of inferior grades. 


Today experienced dealers know the difference. They know 
that Deauville Sandals are made by the Golo Slipper Company, 
of the choicest leathers and in the styles that SELL! 


Two words identify the genuine, original woven leather foot- 
wear for smart summer street and beach wear . . . “Deauville 
Sandals,” stamped on the soles of every pair. Look for this 
signature of quality when putting in your stocks. 


ANY INFRINGEMENT OF THE USE OF 
THIS NAME—"DEAUVILLE SANDALS’— 
OR OF THE NAME “DEAUVILLE” INCON' (GOLO SLIPPER COMPANY 


NECTION WITH FOOTWEAR — WILL BE 
PROSECUTED. 


PRONAD BOX TOES 


Trade-Mark 


129 Duane Street, New York, N. Y. 





Here is the way that the 
North Lebanon Shoe Co. 
of Lebanon, Pa., 
advertises its 


Safe Toe 
Work Shoe 
It has an Ironad Box 


DAVIS BOX TOE CO... “nS 
IRONAD BOX TOE AGENCIES 


CANADA NEW ENGLAND CHICAGO CINCINNATI 
McDowell & Lincoln Davis Box Toe Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 21 Lincoln St. 208 No. Wells St. 1111 Sycamore St. 
Montreal Boston Chicago Cincinnati 
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Is This Your Picture? 


Sales Slow—Getting Slower 
> tetanic: Mactnenthid 


—Profits Fading Away— 
And Overhead Going Higher 


Millions of men are swinging over to $5 shoes—and dealers 
throughout the Nation are following that trend. More than 

two thousand have faced the situation squarely—looked into the 

future and have signed up for Quality Fives—America’s smart- 

est line of Nationally Advertised Five Dollar Shoes. These 

dealers have consolidated their buying, increased their turn- 

over, cut out the slow movers—treplaced them with newer and 

better styles—and are now enjoying better business and greater 

profits. 





Let us send you some startling facts about how to increase your 
sales and profits—with shoes that retail for $5 . . . that could 
easily wear an eight or ten dollar ticket. Wire at our expense— 
ot write at once. Terms $3.50—Less 4%. 


QUALITY FIVES 


The smartest styled, Nationally Advertised 
line of shoes in America! 


The THOROUGHBRED 
Style No. 760 


Here is one of the new 
styles in the Quality Five 
group—one of over forty 
good-looking, easy to sell 


d ve rt i se P| numbers — all supported 


by National Advertising. 


Regularly 


Style 760 
in the 


SATURDAY J. W. CARTER CO., Manufacturers 


Nashville Tennessee 


EVENING POST 
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Smaller Carry-Over of Rubbers 


Government's Survey of Retail Stocks Raises Question as to 


Whether Merchants Are Adequately Prepared 


NUMBER of very interesting facts, bearing 
directly on the profit possibilities in the selling 


of rubber and other protective footwear during 
the coming fall and winter, are revealed in a survey of 
dealer stocks of such merchandise, recently completed 
by the Bureau of Foreign and Domestic Commerce in 
Washington. 

A summary of the results of this survey, given in 
Table A below, shows that, with the exception of two 
items—rubber boots and light and heavy rubbers—there 
was a smaller carry-over of this type of merchandise 
than in 1929, in which year the census was taken as of 
July 1. If another census were to be taken as of July 1, 


1930, the carry-over would be seen to have been « 
less than shown in this table, as, in many parts of : 
country, rubber footwear continued to move in at |; 
fair volume until April 1. 

It may be argued from this that merchants bou 
fewer pairs in preparing for the fall and winter sea. 
of 1929-30. But this is not the case. Buying \: 
normal and no alarming decrease in production has b:e 
reported by any of the leading rubber footwear manu- 
facturers. What they did do, however, was to | 
sensibly—not only sensibly as far as style is concer: 
but as far as timing is concerned. 

By April 1 of last year, it is estimated that retai 





Table A—Dealers Stocks of Waterproof Rubber Footwear 
July 1, 1929 


March 1, 1930 





Dealers Pairs 


Number of Number of 


Number of Numberof Pairs per 


Dealers Pairs 


Pairs per 





Rubber boots 

Lumbermans and pacs 

Heavy arctics and gaiters. .. 
Light arctics and gaiters...... 
Style gaiters, cloth 

Style gaiters, rubber......... 
Light and heavy rubbers 


19,828 


588 , 102 


16,673 550,250 
8,605 243 ,465 
13 ,423 473,351 
12,332 608 ,678 
11,015 628 ,513 
8,783 374,921 


Ss ho 
plac 
prox 
of t 
oper 
The 
ever 
O 
yeat 
that 
rubl 
fact 
beet 
ary- 
hav 
bas¢ 
mat 
as t 
) 


chat 


3,094/089 
6,615,171 


19,049 2,869 ,805 
22,752 








TOTALS 5,748,984 











Definitions Used in Classifying Waterproof 
Rubber Footwear Stocks 


Boots: All so-called knee- 

high or higher boots with 

no laces or other types of 
fasteners. 


Lumbermans and Pacs: All 

farming pacs and bootees; 

hunting pacs or bootees; 

mining pacs or bootees; 

lumbermans over wool boots; 

lumberman overs for leather 
tops. 





Heavy Arctics and 

Gaiters: All heavy-weight 

cloth or heavy all-rubber 

arctics or gaiters made 

with any type of fastener 

for wear over leather 
shoes. 


Light Arctics and Gaiters: 

All light-weight buckle 

gaiters and arctics; all 

high automatic fastener 
gaiters. 


Style Gaiters: (Women’s, 
Misses’ and Children’s) 
Cloth: All snap fastener and 
automatic fastener gaiters 
regardless of colors. 
Rubber: All snap fasteners 
and automatic fastener rub- 
ber gaiters. 


Light and Heavy Rubbers: 

All styles which might be 

termed gum shoes or ordinary 
rubbers. 
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shoe merchants had 
placed orders for ap- 
proximately 40 per cent 
of their estimated fall 
opening requirements. 


Rubber 
Boots 
REGIONS 


Percentage of Dealers Reporting Each Class of Footwear, by Regions 


Lumber- 
mans 


Style Gaiters 


Pacs i Cloth Rubber 
Per P. Per 


Arctics and Gaiters 
Total 


Dealers 





Rubbers 
P. 





The percentage was New England 
even higher on staples. E 

On April 1 of this 
year — and remember 
that salesmen for the 


rubber footwear manu- 


W. So. Central 
ES 
Serer 


TOTAL U.S 





NN as 
CAWOnacoa 


wn 
° 
—) 








facturers have now 
been out since Febru- 
ary--less than 10 per cent of estimated requirements 
have been placed. This, of course, is a guess, but it is 
base on the assumption that there will be at least as 
many sales of rubber footwear during the coming fall 
as there were last fall. 

Now, how does this affect the merchant and his mer- 
chandising requirements ? 

Consider this: 

In-stock styles of protective footwear are built to 
conform to the style trend as revealed in advance orders. 
They cannot be built to conform to any style trend dis- 
closed by advance orders taken during the summer as 
there is not time. 

Consequently, if the advance buying earlier in the year 
has been insufficient to show any decided style trend, no 
in-stock footwear can possibly be built and the mer- 
chant is unable to size in on the styles he has bought, 
after the first flurry of early fall selling is over, because 
those sizes are not awaiting his pleasure on the floors 
of the distributing houses. 

We are citing here an extreme case but it represents 
fairly the danger involved in delayed buying—the danger 
of missed sales because of the merchant’s inability to 


in different parts of the United States,” says the Gov- 
ernment bulletin accompanying this survey, “is indi- 
cated by the percentage of dealers reporting stocks of 
‘ach class of footwear for each region. (See table above.) 
For example, taking the total of reporting dealers in 
New England as 100 per cent, the table shows 63 per 
cent of these dealers handling lumbermans and _ pacs, 
and 90 per cent handling rubbers, the highest percentage 
with stocks of these items in any region. The West 
South Central States, although furnishing a poor market 
for rubber footwear generally, show a higher percentage 
of dealers stocking rubber boots than any other area. 
The demand for rubbers and for rubber boots varies 
less than for other items in different parts of the 
country. 

“Arctics and gaiters of all kinds are most generally 
stocked in the North Central, New England and Middle 
Atlantic States. Compared with a similar table for 
last vear’s survey, Table III shows fewer dealers in the 
East South Central States stocking each class except 
rubbers, while in the Mountain States an increased per- 
centage of dealers reported for every class. This year’s 
increase in percentage of dealers stocking rubber style 
gaiters and rubbers was 
general throughout the 





(a) Rubbers Only 


Dealers Reporting Stocks, by Volume of Stocks 


United States, and the 
(b) Total Rubber Footwear lower percentage of 





Dealers Stocks 


Dealers 


dealers stocking light 


Stocks 





Volume 
of Stocks 


% of 
Number Total 
479,260 
818,779 
610,028 
329,511 
632,228 


2,869 , 806 


1— 99 
100-249 
250-499 
500-999 

Over 999 


TOTAL... 





% of arctics and gaiters was 
Total 

527,785 9.2 
1,101,344 19.2 
1,298,654 22.6 
1,106,997 19.2 
1,714, 204 29.8 


5,748 ,984 


ia 
a also general. 


In order to show the 


percentage of dealers 


= holding stocks of va- 
100.0 ; 
rious sizes, special tab- 





ulations were made of 





obtain new footwear to replace that which he has sold. 
The average merchant, therefore, it is argued, is not 
adequately protecting himself unless by this time of 
the year he has placed advance orders for fully 50 per 
cent of his staple requirements and a sufficient per- 
centage of his novelty requirements to show his pref- 
erence and enable his manufacturer to prepare to serve 
him later in small lots as the occasion demands. Orders 
placed now should specify delivery about September 1. 
“The varying market demand for rubber footwear 
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(a) 
rubbers and (b) total rubber footwear. This table 
(a) shows 59 per cent of the dealers with stocks of 
less than 100 pairs of rubbers, 27.7 per cent having 
stocks between 100 and 249 pairs, and so on. On July 
1, 1929, there were 177 dealers with stocks of 1000 or 
more pairs of rubbers, their total stocks being 627,087 
pairs, against 172 dealers with 632,228 pairs March 1, 
1930. Under (b) the table shows the number of dealers 
and volume of stocks of all waterproof rubber footwear 
in various groups, and the percentage for each group. 


dealers’ stocks of 





For increased Sales, Feature 
the GRO-CORD 


BOY'S KICKER-TOE SOLE 


yang 


OU can greatly increase your sale of 
juvenile shoes by featuring the GRO- 
CORD Kicker-Toe Sole for Boys. 


The GRO-CORD Kicker-Toe Sole has an 
unusual “cord-to-end” construction at the 
toe where the hardest wear comes. Boys like 
them and parents soon realize the economy 
of long-wearing, tough GRO-CORD Soles 
and Heels for themselves. 


Cord Tire Wear in Every Pair! 


There is a GRO-CORD Non-Skid Sole and 
Heel made for every type of shoe. They 
are used by America’s Leading Shoe 
Manufacturers. National advertising is mak- 
ing millions want GRO-CORD Soles and 
Heels. Let your trade know that you sell 
shoes with GRO-CORD Soles and Heels. 


Boys Kicker Toe 
The above magnified illustration 
shows the Unusual Construction to 
withstand hard use which Children 
give the Toes of their Shoes. 








- } 
WARNING: Those persons infringing | 
our patents or naming their product 
to mislead the public on the GRO- 
CORD trade mark will be prosecuted. 


YY) 
SS 


NON-SKID 
SOLES AND HEELS 





























The Munson 
The Munson Heavy Duty 
Service Sole with the 
New Cord-to-Edge Fea- 
ture gives fine service. 


Woman’s 
Alligator 
A popular, long wearing 
woman's sole in sizes 2 
to 8. Various colors. 


—_ 


LIMA CorRD SOLE AND HEEL Co. 
Dept. 5-A + Lima, Ohio 
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HURLEY ARCH SHOES 


MAY RETAIL AT 


METATARSAL 
ARCH 


Built Into the 
Innersole 


OR many years Hurley 
Shoes have held an en- 
viable place in the trade 
for real values in footwear. 
We are willing to stake our 
reputation on the statement 
that this $10 line, made of 
soft, cool, pliable Kangola, is 
the greatest value in the field. 


To its smart, stylish appear- 
ance, we have added the 
Hurley Metatarsal Arch fea- 
ture, which gives all the com- 
fort necessary without detract- 


. . i bit f its fashi 
Carried in Stock! ak re a Send for Catalog! 


He Walks Smartly in Comfort 
When Wearing Hurley Shoes. 


HURLEY SHOE (CO. 


ROCKLAND, MASS. 


Custom Shoemakers Since 1856 





HURLEY’S \ = Made of 


JEWEL \ That Famous 

A FEATHER.- » . A ] 
WEIGHT SHOE > % 

FOR SPRING = = j n O a 


AND SUMMER 


No. 10547—Black 
Kangola 


No. 10446—Tan 
Kangola 
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The TRAVELING 
SHOE SALESMAN 


3 < 


Yy ian A. VAUGHAN, for many 
years a shoe traveler covering 
Kansas, Oklahoma, Arkansas, Texas 
and Louisiana; a charter member of 
The Southwestern Shoe Travelers As- 
sociation, also a member of The Central 
Shoe Travelers Association, died Thurs- 
day, April 24, at Lynn, Mass., where he 
had been living for the past two years 
at the home of his son, Howard L. 
Vaughan, of Vaughan-Towle Co. 

“Dad” Vaughan was one of the best 
known and most universally beloved of 
the “old régime” who have traveled this 
territory for the past thirty-five years. 
Two years ago he was forced to give 
up his road work owing to ill health, 
since which time he has lived with his 
only son in the East. He was buried 
at Clinton, Mo., where as a young man 
he entered the shoe business, and spent 
the first thirty-eight years of his life 
before going on the road. 


EN of the leading salesmen of the 

Charles A. Eaton Co. of Brockton 
recently were in conference in New 
York City with Chester Eaton and E. E. 
Doane, officers of the company, during 
which in-stock styles for the fall were 
discussed and determined on. Follow- 
ing this the salesmen left for their ter- 
ritories and samples of the in-stock 
styles agreed on are now being shipped 
from the factory in time for the mer- 
chant to place advance orders, with the 
assurance that styles bought can be re- 
ordered from in-stock. 


J D. THYNG, who, until his retire- 
* ment some months ago, was senior 
salesman for the M. A. Packard Shoe 
Co. of Brockton, died recently at his 
winter home in Mount Dora, Fla. His 
body was taken .to Boston, where fu- 
neral services, attended by members of 
the Packard company, were held. In- 
terment was in the Forest Hills Ceme- 
tery. Mr. Thyng had represented the 
Packard company for thirty years, dur- 
ing which time he had covered practi- 
cally every section of the United States. 
jou M. HARTMAN has recently 

joined the sales force of Dunn & 
McCarthy, Inc., manufacturers of Enna 
Jettick shoes for women. Mr. Hart- 
man was with the Thomson Crooker 
Shoe Co. for fifteen years, traveling for 
them in Texas and, later, in the Metro- 
politan New York district. More re- 
cently he has been with E. P. Reed & 
Co. of Rochester. 


66 PILL” LINDSAY, a member of the 
salesforce of A. G. Walton Co. of 
Chelsea, has opened a shoe store at 342 
Main Street, Stoneham, Mass. The 
name of the firm is Lindsay, Inc., and 
a store is being managed by Arthur 
uss. 


« 








Eighty Years Young 








Arthur C. Earle 


RTHUR C. EARLE of Philadelphia 
recently celebrated his eightieth 


A 


birthday, after which he left for his 
western trip with the line of Laird, 


Schober & Co. Mr. Earle, the dean of 
the traveling shoe salesmen of the 
country, was accompanied by his as- 
sistant, William Spaide. His present 
trip will take him as far west as Kan- 
sas City. 


ILLIAM DUFF has joined the 

sales force of the W. L. Douglas 
Shoe Co., of Brockton, Mass., for whom 
he will cover some of the larger depart- 
ment store accounts in the East and 
Middle West. Prior to going with 
Douglas, Mr. Duff was with B. A. Cor- 
bin & Son Co., of Marlboro and Web- 
ster, and has traveled, also, for the E. 
E. Taylor Corporation of Brockton. 


ISS MARIE FINNERTY, who for- 
merly sold shoes for Colella & 
Leighton of Lynn from its Boston office 
in the Statler Building, is now with 
Sarra & Tucker of Lynn, makers of 
women’s style shoes, and is making her 
headquarters at the factory of the firm, 
at 244 Broad Street, Lynn. 
Bh canny TERRY, well and widely 
known in the shoe trade of the Cen- 
tral West, is now representing the Bob 
Smart Shoe Mfg. Co. of Milwaukee. 
Mr. Terry covers the State of Illinois 
and makes his home in Peoria, where he 
has long been identified with shoe sell- 
ing both on the road and in retail 
stores. 
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NEWS 
of the ROAD 


H. (BOB) 
“MOODY, 
president of the 
Southwestern Shoe 
Travelers’ Asso- 
ciation and one of 
the best known 
shoe travelers at 
least in that sec- 
tion of the coun- 
try, has recently 
joined the _ sales 
force of the Ban- 
croft Walker Com- 
pany of Boston, 
manufacturers of 
Walk-Croft and Foot Delight shoes. 
Mr. Moody will devote his activiti 
principally to the States of Texa 
Oklahoma, Louisiana and Arkansas. I! 
has sold shoes on the road for thir’ 
years, in all this time having had on 
three different connections. Twent) 
three of these years have been spen! 
in selling the trade in his present te: 
ritory. 


“Bob” Moody 


LAY M. HERRING, recently a re; 

resentative of the Krippendor! 
Dittman Co., is now associated with th 
Walker T. Dickerson Co. of Columbu 
Ohio. Having a very fine knowledg 
of styling of shoes, Mr. Herring wil! 
be able to aid his customers in picking 
correct footwear. 

About the 15th of May, Mr. Herring 
will be on the road with a complet: 
new line of Metatarsal Arch-Relief 
DeLuxe Compo and Activity Sport 
Welts in the States of Virginia, West 
Virginia, Pennsylvania, Maryland and 
Washington, D. C. 


S¢ DILL” HART is covering South 

eastern territory for Peytor 
Vaughan, of Johnson & Murphy. My) 
Vaughan has been granted a year 
leave of absence by the company fo 
lowing a serious illness. 

J. S. Teeple, president of the Teep!: 
Shoe Company, of Waupun, Wis., mak 
ers of boys’ shoes, was a recent visit« 
in Atlanta. 

“Senator” Ragland, with the Brock 
ton Shoe Manufacturing Company 
Holbrook, Mass., was a visitor in At 
lanta during the past week. (UTPS) 


ENRY RAU of Salomon & Phillips 

who makes frequent visits to Bos 
ton, has been using the airplane t 
save time on numerous occasions. H« 
finds that he effects a saving of som: 
three hours from city to city. 


HOE factories in Milwaukee report 

an increase in business which is ex 
pected to be still better next month 
Shipments were larger in April than 
for several months previous. Sport 
shoes seem to predominate, with kid in 
the lead, followed by elk. The favorite 
color is beige clair. 
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Like today’s airplane 
versus old Darius Green’s flying 
machime ... - 


The featherweight LUMINTREE is entirely 
different from the heavy cumbersome old 
fashioned shoe trees. It is made of the finest 
aluminum and is light as a feather, yet abso- 
lutely sturdy. 


The beautiful gleaming appearance and spe- 
cial features of the LUMINTREE win the in- 
stant approval of your customers and make 
it a fast moving article. 


LUMINTREES slip in the shoes smoothly and 
fill them fully, snugly and evenly,—keeping 
them in perfect shape. Among the special 


features of the LUMINTREE are:— 


—made of the finest aluminum 

—light as a feather, yet sturdy as a rock 
—slips in shoes easily and quickly 

— instant firm adjustment to fit any shoe 
—fill out shoes fully and evenly 

—turned in under side prevents curling insoles 
—-specially designed ventilating slots 

—snug fitting heel pieces make perfect fit 
—non-absorbent metal 

—aluminum surface keeps its permanent beauty 
—folding—takes up only a small nook when traveling 
—handy ring permits hanging up shoes 
—made in three sizes—fits any shoe 


You can make a nice increase in your profits 
by carrying LUMINTREES—an ideal item to 
handle—no end sizes—no style changes—no 
obsolete stock. The coupon below will work 
to our mutual advantage. Put it in the mail 
today. 


< ‘ths 


actual 
size Pa 
\) CF OLDIN £ 


ADJUSTABLE 
FEATHERWEIGHT 


Tear your way to extra profits 
ase sew ee we ew ew eee eee ee ee ee eee ee 
Paul & Beekman Manufacturing Co. 
4250 Wissahickon Avenue, Philadelphia, Pa. 


Send me literature and displays on the new LUMINTREE. 
Send me pairs of the new LUMINTREE 


Shoe Trees ($12 a doz.). 


. 


Street 


. 


Vege eeaaaeeeee = 
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ONE MAN’S SALE + 


1s Another’s 
Purchase 


i 


l CLOSED the deal” exults the salesman, 
tossing a paper onto the sales manager’s desk, 
“‘Here’s the order.” 

Meanwhile, in another office across the 
city an executive reports gravely to his chief, 
“I believe it’s a wise purchase. Here’s the 
carbon of our order.” 

To one man a sale, to the other a pur- 
chase; to one firm a receipt, to another a 
disbursement. And so the world of business 
clicks along, wheel turning wheel, cog moving 
cog. Prosperity is born of countless trans- 
actions, each involving on the one hand the 
ability to sell and deliver, and on the other 
the capacity to buy and use. It is as impor- 
tant to prosperity to stimulate the consuming 
capacity of the world as it is to encourage 
its ability to produce. 

A large part of the business paper’s func- 
tion is to stimulate this readiness to buy... 


to tell its readers of 
CNA XO- 


new equipment,new 
materials, and new 
THIS SYMBOL identifies an 
ABP paper... It stands 


processes leading 
for honest, known, paid 


to greater effective- 
ness in manufacture 
circulation; straightforward 
business methods, and edi- 


and distribution. 
torial standards that insure 
reader interest... These are 
the factors that make a val- 
uable advertising medium. 


+ + 





|" 


‘il 


In this way the business paper serves a 
threefold purpose. It serves its readers by 
the counsel of that true economy which lies 
in spending money to make money. It serves 
the world by helping to keep the wheels of 
business moving, and it serves its advertisers 
by creating an active market for their wares. 

By performing this function it earns the 
confidence of its readers; it earns its sound, 
paid, audited circulation, and it earns the 
dollars of the advertisers who use its pages. 


This publication is a member of the Associated Business Papers, Inc. 
...@ cooperative, non-profit organization of leading publications in the 
industrial, professional and merchandising fields, mutually pledged 
to uphold the highest editorial, journalistic and advertising standards. 


+ + 


THE ASSOCIATED BUSINESS PAPERS, INC. 


FIFTY-TWO VANDERBILT AVENUE 


NEW YORK CITY 
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No CUTTING 
WASTE 


Du PONT Pontan cuts easily 
and cleanly with a die or knife, 
and leaves a smooth non-ravel- 
ing edge. .. No time wasted in 
selecting choice areas. Because 
of its uniformity and texture, 
there is no waste in Pontan 
... every inch of this quarter- 
lining material is usable. 
Manufacturers will appreciate 


the remarkable working qualities of 
“Pontan”’ 





Write nearest G/C Branch Office 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





yy UL 
a oT La 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, May 10, 1930 61 





Styles You Need Now! 


Sports and Spectator Sports 


in All Combinations 


<—— “SPECTATOR SPORT” “TREACLE” ——————_> 


GOODYEAR WELT Special Process 

17/8 Leather Heel Perens on Vamp punched through 
Perforations in Vamp punched through 16/8 Cuban Heel 
B-498—Genuine White Buckskin with B-482—Genuine White Buck wit Te 


Calf Trim 50 
Brown Calf Trim $6.50 B-529. Genuine White ponte JS 


Black Calf Trim 
17/8 High Cuban Heel 
B- — Kid with Patent Leathe 


ee . “SPECTATOR SPORT” 
PARDEP’ [sp f: GOODYEAR WELT 
Nu Mode Process f = r a» 17/8 Leather Heel 


18/8 Cuban Heel Zs > ; ? SA 537 B-513—Genuine White Buckskir 
B-484—Genuine White Buckskin with A iH ‘ Brown Calf Trin 
Tan Calf Trim 85 : ; 








“SHASTA” “CARAVAN —————> 
Special Process Special Process 
16/8 Cuban Heel 18/8 High Cuban Heel 
Perforations in Vamp punched through B-486—Genuine White Buckskin, Tan f 
B-499—wWhite Kid with Genuine Grey Calf Trim $5.25 / 
Ring Lizard Trim 5. a 
B-508—Mat Kid with Genuine Black 
Lizard Trim $5.7 





NOTE: You should be 
receiving our weekly In- 


Stock Catalog of newest THE MENIHAN COMP ANY 


and most up-to-date styles. 
Mail your order today In-Stock Department Terms Net 30 Days 


and we'll put you on our ROCHESTER, N. , - U. S, A, Twenty-five cents additional f 


ili li orders of less than three pairs 
——e Makers of Menihan Arch-Aid Shoes 


Pittsburgh Office Cleveland Office 
HENRY Hore. THE HOLLENDEN Ho 
W. A. BARNBY A. F. JENKS 

New York Office New England Office San Francisco Office Los Angeles Office 
Chicago Office 846 MARBRIDGE BLDo. Draper HOTEL PLAZA HOTEL 111 East 8TH ST. Detroit Office 
MAJESTIC HOTEL B. W. MOYLAN NORTHAMPTON, Mass. H. 8. KUSHINS OC. BE. VAN DE GRIFT Derroit-LBLianp Hort 
F. J. SATRK BLLIOTT LA MONTAGNE O. G. SELLERS 
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NATIONAL NEWS 


SATURDAY, MAY 10, 1930 


EVERY WEEK 








— 
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Strong Upturn 
in Retail Shoe 
Trade in April 


Sr. Lovis—Business for April con- 
to show improvement, with 
tically all stores showing a better- 
over the same period of a year 
Department stores report an un- 
ally active month with a majority 
icating their volume will be larger 
) it was a year ago. Some idea 
can be gained as to increases when 
one institution reports its gain for 
April around thirty-five per cent. One 
department store announced that April 
was the second largest month in the 
history of the store. 

Another store, holding its annual 
sale, increased volume over the same 
event of a year ago by approximately 
twenty per cent. In practically all 
instances the increased business has 
been obtained through sales and other 
merchandising plans built especially to 
induce greater sales. 

Black shoes continue to hold the lead 
in the style parade with one large 
store reperting them at least fifty per 
cent better than eny other vogue. 

Reptile shoes are showing a decline 
in the choice of footwear being sup- 
planted by white and other summer 
types. One of the most important 
style notes of the week is the sudden 
and advanced demand for sports shoes 
of various patterns. So great has been 
the demand for this merchandise that 
one large store reported fts_ stocks 
depleted of certain smart patterns. 

Spectator sports tynes have been 
selling thirty days earlier than what 
they were a year ago. Combinations 
of tan and w®ite and black and white 
are sharing equally in the demand. 
Punched patterns are receiving marked 
attention from the fair sex. 


W. L. Morse Honored 


3ROCKTON, Mass.—William L. Morse, 
for many vears foreman in the M. A. 
Packard Shoe Co. plant, and more re- 
cently superintendent of the Kent 
branch of the same concern, was given 
a purse of gold by his associates and 
members of the firm when he retired 
last week. Mr. Morse, not in the best 
of health, plans to take a long rest be- 
fore again resuming business. 
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Weather Big Factor in Chicago 


Unseasonable Cold Has Delayed Normal Volume, Particularly 
on Sports Footwear—Reptiles Continue in Strong Favor 


Cuicaco (UTPS)—Continued cold 
and disagreeable weather has, up to the 
past week, been largely responsible for 
the backward condition of the Chicago 
retail trade. With the advent of a 
sustained period of favorable weather, 
shoe merchants look for improvement. 

Few merchants have had the temerity 
to feature distinctly summer shoes or 
sport models, although at the time of 
this writing a number of the more 
optimistic dealers are showing sandals 
and some of the new light sport crea- 
tions. A goodly number of fabrics 
in darker shades of brown and an in- 
creasingly large number of punched 
hole styles and punched hole trims 
are being shown. 

In spite of the prevailing fad for 
color, blue and green seem to be far 
in the background. One dealer places 
blue at the very bottom, with green 
slightly ahead of it. His opinion seems 
justified in view of the small number 
of windows showing either of the two 
shades. 

Reptiles are still much in vogue and 
there are but few merchants who do 
not give them the foremost position 
in their windows. They are being 
shown in many new styles and com- 
binations. 

In lighter colors, beige and sand 
with alligator, lizard, and snakeskin 
straps and trim have gained much in 





Philadelphia Recorder 
Office in New Location 


The Philadelphia office of Boot 
and Shoe Recorder is now located 
in Room 915 Commonwealth 
Building, 1201 Chestnut Street, a 
location that is convenient and 
accessible both to the local trade 
and visitors from out of town. H. 
Walter Scott is, as heretofore, in 
charge of the Philadelphia office 
and the territory served through 
this branch. The telephone num- 
ber is Locust 3815. 














favor. Mat kid, bronze kid, patent and 
varying shades of brown continue to 
hold the spotlight of the darker shades. 

Retailers, with few exceptions are 
finding the shoe business rather slow, 
averages being slightly below last year’s 
mark. They do not look for any sub- 
stantial increase in sales until the 
weather becomes more favorable. One 
of the few Chicago retailers featur- 
ing a display of new sport shoes at 
the time of this writing is Cutler’s 
Palmer House store. Apparently this 
firm senses an increased demand for 
the braided leather vamp in men’s 
shoes, for the display contained many 
of this type in white calf with black, 
brown, and grass green interlacings. 
Cutler buyers report that they find the 
softness and give of the lattice vamp 
makes it an ideal shoe for pleasure 
wear and they are accordingly making 
the best of their knowledge. 


Illinois Merchants to Meet in 
Moline 


DANVILLE, Itu.—The Illinois Shoe 
Retailers Association will hold its con- 
vention in Moline, June 22, 23 and 24. 

Retailers of Moline, Rock Island and 
Davenport are planning to form a local 
organization through which they in- 
tend to put this convention over in a 
big way. 


Former Employee Kills Shoe 
Man 


HARRISBURG, PA.—Risheill M. Goho, 
orthopedic expert, was shot and killed 
in his shoe store, 416 North Third 
Street, Harrisburg, by his former em- 
ploye, Mrs. Margaret Bitner, who then 
shot and killed herself. No cause for 
the tragedy could be discovered. Fam- 
ilies of both persons declined to make 
any comment on the affair. It was 
hinted that the dismissal of Mrs. Bitner 
was a contributing cause. 





Increased Activity on Hide 
Exchange 


New YorK—Seasonal improvement 
in the sale of finished leathers, together 
with settlement of the hide tariff ques- 
tion, has brought about an appreciable 
improvement in trading on the New 
York Hide Exchange, and further gains 
in volume are looked for, according to 
L. F, Clarendon of M. E. Clarendon & 
Sons, one of the oldest hide firms in 
the country. 

“Leather tanners have already re- 
orted a seasonal improvement in shoe 
eathers, due largely to the favorable 
weather conditions during the past few 
weeks” said Mr. Clarendon. ‘While 
leather price fluctuations are still some- 
what irregular, buyers of both sole and 
upper leathers are operating less cau- 
tiously than heretofore and with the 
leather situation looking up, hide 
dealers feel that this improvement is 
bound to result in a further gain in 
activity on the Hide Exchange in the 
near future.” 


Assistant Manager for 
Montgomery Ward 


PITTSBURGH, Pa.—A. F. Greenwood 
has been appointed assistant manager 
for Montgomery Ward and Company 
for the Western Pennsylvania district 
which extends as far north as Erie, 
east to Lock Haven and Altoona, south 
to Parkersburg and Elkins, W. Va., 
and west to Mansfield, Ohio. New 
stores, all of which will have shoe de- 
partments, will be opened in Wheeling, 
Parkersburg and New Castle, Pa. 


Shaber Basement Buyer for 
Kresge 


NEwARK, N. J.—H. J. Shaber, for- 
merly a divisional merchandise man- 
ager in the downstairs store of Abra- 
ham & Straus, Brooklyn, has been ap- 
pointed shoe buyer in the basement 
store of the Kresge Department Store, 
Newark. 

This is a new department in the base- 
ment store. Prior to joining Abraham 
& Straus Mr. Shaber was with the C. 
F. Hovey Co., Boston. 





Now It’s Heel Buckles 


A novel style note is being fea- 
tured at the Shoecraft Shop in the 
shape of a removable heel buckle 
which clamps over the back of 
the heel and serves as a sparkling 
ornament. This is a new idea in 
shoe decoration, and in keeping 
with the thought that the back of 
the shoe should come in for a lit- 
tle more attention. Shown in 
metal, or covered with leather to 
contrast with the heel cover, 
these elongated clasps are sug- 
gested for street wear, with 
rhinestone used for evening slip- 
pers. 

Removable bows for the instep 
trim are shown also, so that the 
popular plain opera can be worn 
with a variety of color combina- 
tions by simply adding a different 
bow or a different heel decoration 
to match each costume. 

















Shoes for Marathon Champion 





Boston—On April 19, a veteran run- 
ner, Clarence De Mar, for the seventh 
time won the famous Boston Marathon 
race over a course approximately twen- 
ty-six miles long. That was on Satur- 
day. The next week, Kennedy’s, the 
well known men’s wear store of Bos- 
ton, blossomed forth in its windows 
with a large number of De Mar tro- 
phies, won during several years of road 
running, with photographs of De Mar 
winning his seventh Marathon, of Gov- 
ernor Allen presenting the winner’s 


medal to him and of the winner him- 
self being fitted to shoes by Marcus 
McWeeny, manager of the shoe depart- 
ment. The whole resolved itself into 
a most timely piece of advertising for 
the store, of especial interest to Bost: 
men, as De Mar is a resident of t 
metropolitan district and a strong fa- 
vorite with the fans. The stunt was 
engineered by Sales Manager B. 
Wales of the M. N. Arnold Shoe Co 





North Abington, Mass. 








Veteran Rochester Merchant 
Dies 

RocHEsTerR, N. Y. (UTPS)—Robert 
J. Moore, one of the oldest and best 
known shoe retailers in Western New 
York, died at his home here April 30. 
He was 80 years old. 

For more than half a century Mr. 
Moore conducted a shoe store in Roch- 
ester. His present establishment is lo- 
cated at 178 Main Street West. He 
had been a member of the Genesee 
Valley Lodge of Masons for 52 years. 

He is survived by his wife, Mrs. 
Fannie Hill Moore; three sons, William 
B. Moore of Pittsburgh, and Robert H. 
and Fred A. Moore of Rochester; a 
daughter, Miss Lois M. Moore, and a 
sister, Mrs. Martha Matthews. 


William McCoy with Sachs & 
Vigorith 

CINCINNATI—Sachs & Vigorith, turn 
shoe manufacturers of Cincinnati, have 
engaged William McCoy to take charge 
of their pattern and lasting rooms. 

Mr. McCoy for thirty years has 
been connected with three of America’s 
largest producers of high grade foot- 
wear, and he is known for his ability 
to make unusually good-fitting shoes. 

Sachs & Vigorith are getting plans 
under way whereby they will add 
more space and increase their produc- 
tion about one-third, which will give 
them a total of about 750 pairs of 
turns per day. 


Shoe Window Atmosphere 
(CONTINUED FROM PAGE 46) 


York, Chicago, Boston and other cities, 
who stopped in to express the desire to 
know who arranged such an artistic 
and original display. 

A description of the materials used 
in the above trim follows: 

Upper part of background—Yellow 
float paper with green tubing as pic- 
tured. Oil painting placed in back of 
wall with shimmering, transparent 
curtain over it. 

Silhouettes were drawn, cut out of 
beaver board and then painted black. 
They are attached three inches away 
from a gray stone wall. The gate is 
made of beaver board with gray posts 
and green gate. 

Base of windows is artificial grass 
with real moss-covered rocks used for 
shoe standards. 

The yellow tulip price tickets were 
hand-made and painted as well as the 
ground signs. 

This coloring of the landscape pic- 
tures cannot be appreciated in this 
photograph. 


Freidheim Back from Abroad 


New York.—Louis B. Freidheim, 
president of F. Hecht & Co., Inc., 
leather merchants, American distribu- 
tors of Alpina and Boroso leathers, lias 
just returned on the Bremen, after a 
three months’ tour of the leather mar- 





kets of Europe. 
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On beige footwear don’t 
overlook the important fashion 
feature offered by the number 
1300 eyelet. You will find that 
Diamond Brand Vissble Fast 
Color Eyelets are in harmony 
with the modern practice of 
combining beauty with utility 

The wearer prefers shoes 
equipped with visible eyelets, 
because of their convenience 

and smart appearance. 
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a 7 Pstect Relaxation 
for the Slipper Hour is insured when 
Slippers are fitted with the United 
Slipper Heel. They are light, quiet, 
and non-slipping. Securely attached 
by inside nailing — 


Exceedingly Good Looking 


ube n 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





New ideas in smart footwear for young 


moderns who’qo places and do things 


IN STOCK 


FIFTY-FOUR DIFFERENT SIZES 
4]8 AAA-AA 
2/8 A-B-C 


Style 401 Style 400 


Style 402 Camel Elk Base, Log Cabin Elk 
bt : " + , S Beige Calf Bas Ia Cc = 
Log Cabin Calf Base, Sandy Beige Trim. Crepe Sole, Square Toe. ore Trim, Tan Grain ‘Diamo — 
Calf Trim, Crepe Sole, Round Toe. PRICE 83.50 Gristle Sole and Top Lift. 10 % a 
Heel, Square Toe. 


PRICE $3.60 
Terms 5% 10 days, net 30 days PRICE $3.50 


West of the Rocky and East of the Allegheny Mountains. 
5% 20 Days, Net 40 Days 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
AURORA, MISSOURI 


“The only exclusive Goodyear welt organization in the St. Louis district” 
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*“*A Bird in the Hand Is Worth Two in the Bush’”—0Old Proverb. 





And a Good Assortment of 


ELAM WAY 


(Flexible Cemented Soles ) 


FOOTWEAR 


Are Worth Far More Than Those Slow Moving “Shelf Warmers” 


OU are chiefly interested in operating your store or department on a FREQUENT- 

TURNOVER and PROFIT-MAKING basis. No matter what price you pay for 

Footwear, it means nothing unless the stock moves fast and you can replenish your 
sold-out sizes from a nearby source. 

ELAMWAY (Compo Process) shoes for INFANTS, 

CHILDREN and BIG CHILDREN have taken the place, 


in hundreds of stores, of old-method shoes. 


Why? 
Because they combine the best in all old types PLUS 
numerous important and exclusive IMPROVEMENTS, viz.: 


Tackless Soles. CEMENTED 
No Nails. SOLES 


Beautiful New Elamway B-3847—Lite Smoked Stitchless Bottoms. ‘3 H A T 
Elk; side buckle, 5-8 and 8-11 only. Extra Flexibility STAY ON! 


CARRIED IN STOCK 


By All Principal Wholesalers. We Do Not Sell the Retail Trade Direct. 
IN THESE RUNS: INFANTS’ 2 to 5; CHILDREN’S 5 to 8; BIG CHILD’S 8 to 11. 
Flexible as a Turn. More Wear than a Stitched or Nailed Shoe. 
WRITE FOR SAMPLES OR PLACE ORDER! 








Old-Fashioned Shoemaking New Elamway Shoemaking 


ELAM 


Give( 


Trade Mark 


For years shoes were turned; and later People once laughed at the auto; then at 
nailed or stitched. Why stick to “horse the airplane. Both, like ELAMWAY, made 
good! 


and buggy?” 











F. S. ELAM SHOE CO., Ine. 


Factory B 


Factory A 
F. S. Elam, Manager Rochester, N. Y., U. S. A. Byron M. Elam, Manager 
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Novel Treatment 


for Men’s Shop 








Original hunting lodge treatment in new Roos & Evans store recently 
opened in San Francisco 








A Store That Invites Men to 
Hunt for Shoes 


SAN FrRANcisco—In the nation-wide 
movement that is finally awakening the 
male of the species to be “shoe-style 
conscious,” the Roos & Evans store of 
the Foot-Joy Shops of California, Ltd., 
newly opened at 137 Kearny Street, 
San Francisco, is doing its bit by show- 
ing how an exclusive men’s footwear 
shop can be made inviting and yet kept 
entirely masculine in atmosphere. 

With table and chairs and shoes, etc., 
carefully arranged to depict mannish 
disorder, every detail has been designed 
to carry out the theme of a typica! 
California mountain hunting-lodge. 

The central feature is, of course, the 
stone fireplace which reaches up into 
the ceiling, on the hearth of which a 
log “fire” is cheerily and perpetually 
“burning” by means of hidden red-hued 
electric globes. The stones that form 
the great fireplace are all genuine Car- 
mel chalk-rock, the same kind of endur- 
ing stone exactly that was used in the 
construction of the famed Mission San 
Carlos Del Rio Carmelo, built back in 
1771 on the Monterey peninsula, Cali- 
fornia. 

The tongue-and-groove flooring and 
the ceiling both continue the hunting- 
lodge effect—the flooring has its pieces 
of different widths and variant lengths. 
as though made of whatever the sur- 
rounding forest happened to provide, 
while the ceiling, both beams and 
planks, is all of knotty pine. 

The wall lights and the chandeliers 
are, to all appearances, clusters of old- 
style whale-oil lamps. In fact, one of 
the wall lights (it does not happen to 
show in this photograph) was actually 
in service on a government lightship 
for more than a generation. 

The informal Monterey-type furni- 
ture; an attractive painting of a famed 
Monterey golf course leaning against 
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the table; and the stock shelves entirely 
hidden from view in the rear room, and | 


we have a man’s den or a men’s club, 
with shoes somewhat in the background. 
Messrs. Roos and Evans have prepared 
every feature with an eye single to the 
fact that this particular hunting-lodge 
is made to encourage the shy and 


quickly alarmed male to enjoy the hunt | 


for shoes and to quickly find the just- 
right pair for the 
and use. 


Changes in Teeple Shoe Co. 


WavupuUN, Wis.—J. F. Teeple, of the | 


Teeple Shoe Co., has announced a num- 
ber of executive charges in the organ- 


ization, effective May 1, due to the re- | 


tirement of D. H. Teeple as treasurer. 
H. M. Larson is promoted to credit 


and stock department manager and will | 


assist J. F. Teeple in sales promotion. 
J. B. Milligan, who spent about 22 
years with J. P. Smith of Chicago and 
two years with James A. Banister 
Company of Newark, N. J., assumes the 
duties of superintendent. C. A. Hutt, 
formerly with Holland Shoe Co., of 
Holland, Mich., becomes treasurer of 
the company, succeeding D. H. Teeple. 

Plans are being made for increased 
production for fall, as prospects and 
bookings are running above the average 
for this time of year. 


Moynahan Vice President 
Of N. E. Tanning Company 


Boston, MAss.—F red Moynahan, one 
of the well-known leather men of this 
district, has become associated with the 
New England Tanning Co., of 207 
South Street, and has been elected vice- 
president of the firm, which carries an 
extensive line of elk, prints and suede 
calf. Prior to going with the New En- 
gland Tanning Co., Mr. Moynahan had 
spent fifteen years with the Hunt-Ran- 
kin Leather Co. 
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intended occasion | 





MUSEBECK 


Doub -Arch 


Wear St raight 
Shoes 





See “A” in this— 


Patents 
applied for 
Copyrighted 


(A) A thick insole with wedged 
heel seat supporting the oscalsis 
bone and center gravity of the 
body weight. 


(B) A_ special, wide, strong, 
guaranteed Arch Support shank, 
wedge shape at heel, supports 
the Inner and Outer Longitudinal 
Arch. 


und “D” in this 


Patents 
Applied 
for 
Copy- 
righted 


(C) Musebeck WEAR-STRAIGHT _ insole 
shaped to give perfect foot balance Result 
Outsoles wear straight across the bottom in- 
stead of wearing thin to wedge shape at 
outside ball 


(D) Thick, mellow insole, shaped to Meta- 
tarsal Arch. A permanent, solid leather arch 
that fits the normal foot and does not collapse. 


treated 
reat 


(E) Imported hair felt, chemically 
An insulation against dampne cold 


Terms 2% 20 Days 30 Days Net 
MUSEBECK 
DANVILLE, ILLINOIS 








ENCLISH-MADE 


— all seal Summer Oxfords 
to YOUR STORE ae 86.50 
ae 


Per Pair 


IN STOCK 








R-770 
Featherweight 
dress shoe in 
Fruedenberg’s willow 
and black calf a 

Your trade will immediately recognize in these Englis! 
made oxfords the fine workmanship, quality and fit that 
English craftsmen have built into these shoes. The) 
could command a higher price as the highest grade upp« 
stock and sole leather is used throughout. A sampl 
pair will convince you of this fact. 


COLT-CROMWELL 
COMPANY, INC. 
EST. 1899 
1239 Broadway = ¢€ 


—READY ! !— 
- Our new com- 
A, plete catalog of 
zt ° NN English more 

eas shoes. Write for | 

EU Y LULE white buek . Catalog R-1 


sport shoe with 


thé Y L hi, Mt, hk O f Cy ho Ls cordovan trimming y| TODAY! 












































I HESE are the two principal reasons why many shoe { a A EL ER EO 
dealers actively go after their customers’ shoe repair 
business. 


1. To get the customers back into the store more often. 
To cement friendship and make them steady cus- 
tomers. 

2. To make sure they get a repair job that keeps 
them pleased with the shoes. 


And when I.T.S. Super-Quality Rubber Heels are part 


f that second on there’ double ass of sat- ° MAIZE SHOE CO. 
a. pron ce My resa uble urance at | JE HU J WNW) S'S 
For women, the I.T.S. Super-Quality thin French lift, 
In Stock! 


a real rubber heel, that guarantees a neat job for the 
daintiest shoe and the most fastidious woman. 

A “Smooth Step” 
that Mothers will 


like because they’re | 
so easy, flexible 


HNO O71 10714 


For men, the I.T.S. Heavy-Duty Super-Quality, with 
the extra tread of rubber at the back that wears down 
level, lasts longer and gives more cushion. 


NOOO) \0/) Oe 


_ For men and boys, the I.T.S. Heavy-Duty Sole made 
in a neutral color for both black and tan shoes—and it’s 


absolutely non-marking. and well made— 


The jobber who supplies your own or your contract no tacks, stitches 
shop probably carries the new I.T.S. line. If he 
doesn’t, there’s an _I.T.S. distributor in your lo- 
cality who does. W rite for his name. ‘ tread. 


THE LT.S. COMPANY, Elyria, Ohio B-236—Patent front strap, brown us. Send Sample 
ard trim, 1-5 ° Order! 


erQuality | 
= SIDE-LINE SALESMEN—-Pay your gas and oil 
@ er! aaah cesages @ | bills selling SUNBEAMS on liberal commission basis. 
Shunitk HEEI ® = | Write, giving territory covered, and get our attractive 


proposition. 


or nails under the 


Oey 





V0 Oe ee 





ene 











V1 NBN ON NONI ONE TONG (ONION 1/QN ETON ON TTON (ON TON I TONETONITON (ONO. (O10 ON 18. ONT rata Tathet tart 


MAIZE SHOE CO., Rochester, N. Y. 





Ya) (a) (ae) a) a) a\ a) 0) fe) 8) @\ a) 8) a) 8) 0 8 
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On boys’ shoes, particularly their school 
and play shoes, suggest lacing hooks. The 
convenience of having a child able to lace 
and unlace his own shoes will strongly ap- 
peal to the parents. Boys, too, like them 


because they are quicker. 


TUBULAR RIVET & STUD COMPANY 


United Shoe Machinery Corporation, Selling Agents 
140 FEDERAL STREET . . . BOSTON, MASSACHUSETTS 


ACING HOOKS 
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WHERE TO BUY 
Men’s Shoes 


6 er ge ere’ 





(P).. A. PACKARD DCO., Makers waten QP) 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











Richards & Brennan Co. 





Randolph, Mass. 





“HIGHEST GRADE ONLY” 


AST WEYMOUTH. MASS. U.S.A. 











The 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Doe 
KUMFORT-ARCH SHOE 


EMERSON SHOE MFG CO 
ROCKLAND, MASE 

















Here’s a New Fad for Fall 








Initials in alloyed metals resembling gold and silver to attach to over- 
shoes, raincoats, pocket books, etc., offer an interesting novelty idea for 


fall. 


Illustration shows the initials and the machine to put them on 








Initials for Overshoes 


St. Lours—A new style 
plicable to overshoes, pocket 
bags, etc., has been perfected 
local manufacturer which has developed 
a process by which initial letters of 
various metals can be attached to 


idea ap- 
books, 


to produce a smart and pleasing novel- 
ty effect. 

The initial markers and the press 
by which they can be attached are 
said to be the result of four years of 
| intensive study and experiment. 
| initials themselves are made in Monel 
| and Dirigold, alloys which have im- 
portant practical advantages for such 
a purpose. The former has a sterling 
silver appearance and is_ especially 
adapted for everyday hard usage. 
where it must withstand all kinds of 
weather without corrosion. Dirigold 
has the appearance of gold with great 
tensile strength and wearing qualities. 

The press which has beer perfected 
for attaching the initials can be used 
successfully for bill folds, brief cases, 
ladies’ hand bags and every tyne of 
leather goods, as well as for overshoes, 
galoshes, slickers, raincoats, etc. 





Leases Shoe Department 


HAZLETON, Pa.—The Leader Depart- 
ment Store of Hazleton, Pa., has leased 
a large section of Bernard’s depart- 
|} ment store of Shamokin, Pa., for a 
shoe department. 

Harry Ringold, who is buyer for the 
Leader Department Store’s combined 
shoe departments, will also have 
charge of the Shamokin store. Mr. 
Ringold was formerly connected with 
the National Department Stores and 
| has been with his present concern for 
over four years. 

Dave Holtzman formerly of Frank 
& Sedar, Philadelphia, will manage 
| the Shamokin store. 





70 


by a | 
| York City, 
| the W. D. Hannah Building, 131 Duan: 


these accessories in such a manner as | 


The | 





Crescent Shoe Company Moves 


NEw YorRK—Final arrangements 
have been completed by the Crescent 
Shoe Co. of 159 Duane Street, New 
for their establishment in 


Street, where they will be able to 
conduct a much more extensive busi- 
ness. This move marks an important 
step in the progress of the Crescent 
Company since its establishment in th« 
New York shoe market in 1919. 

At that time, W. Copland, S. H 
Schneider and Eugene R. Sarezk\ 
formed this company, with headqua: 
ters at 111 Reade Street. Two yeai 
later, due to an unusual development 
of business in the “novelty line ani 
Dr. Copland’s Health Shoe, the com- 
pany took possession of the old W. DP. 
Hannah’ Building, which is_ their 
present location, at 159 Duane Street 

With the greater facilities here, t! 
Crescent organization has devoted th: 
past nine years to creating a nation: 
distribution of their line. The W. !) 
Hannah Building, which they wil! 
shortly occupy, is perfectly equipped for 
their requirements and boasts a show 
room which alone cost $42,000. Th 
change will enhance their efforts t 
ward developing a more complete an‘ 
advanced novelty line of shoes, as we'!! 
as more complete service. Full ope: 
ation from the new building will | 
effective by June 1. 


Sam B. Wolf Dies 


CINCINNATI—Sam B. Wolf, of t! 
Sam B. Wolf Sons Co., Cincinnat 


| died of heart failure on Saturda; 
| April 26. 


Mr. Wolf was 73 years ol: 

He had been engaged in the shoe bus 

ness for fifty years, having started a 
the age of twelve. Funeral services 
were held on Wednesday, April 3' 

Mr. Wolf’s two sons, Myron and Sar 

B., Jr., will carry on the business. 
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FOR DRAWING 


More New Customers 


7 your window displays can be drawn 
many new potential customers if a 
modern electric sign flashes your Jocation 


and service to the distant as well as the 


passing throng. 


The sales pulling power of a Flexlume 
electric is not accidental—rather, the prod- 
uct of 20 years’ sign specialization . . . com- 
bining advertising thought . . . fine design 

. superior construction ... and the right 
combination of colorfulness and_ illumina- 
tion. 


Follow up your decision to increase busi- 
ness. Consult a Flexlume representative. 
He is backed by the largest plants and or- 
ganization in the world devoted exclusively 
to electrical advertising . . . a firm with a 
million-dollar financial responsibility. You 
will find his suggestions of value. 


Let us submit, without obligation, color 
sketch of a distinctive electric to fit your 
requirements. Write FLEXLUME CorPora- ; 
ins pie - 7 A winner in double sense Flerlume 
TION, 1015 Military Road, 3uffalo, a. Y. neon tube sign with letters in brilliant 


red and border of penetrating green 


lah 
GO. eS 
oP CTR | 

(7714 at Sales and 


FLEX LUM E Service Offices 
CORPORATION in Chief Cities of 
U. S. and Can. 


sale cin callin alia NEON TUBE ...RAISED GLASS LETTER 
Last wor in day-and-night effectiveness. 
une cal ae Eas od ae Ge ... EXPOSED LAMP OR COMBINATIONS 


combined with our flaming red neon tube 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN'S DECISION” 
THE 


SHOE 


Beston—183 Eesex Street 
ww. Y.—015-917 Marbridge Pidg 








New St. Louis Salon 














A 


WHERE TO BUY 


Women’s Shoes 


66 6 6 re ee Pe 


Ultra-Smart Sandals 




















EF OE OP ee 


WHERE TO BUY 


Shoe Forms 


AO 6 6 ere ee 


made of white, 
transparent or colored 
FAIRYLITE 
Auburn, N. Y. 


g ae % 


ao 
Alj bm) ot 


Shoe Form Co., Ine., 


A 6 6 ee er ee eee ee ree 


WHERE TO BUY 


Sport Footwear 


A i i i 


BASS MOCCASINS 





The New Peacock Boot Shop recently opened in St. Louis introduces 
the third shoe store to be opened in the block opposite the post office on 


Locust Street. 


Footwear at $10.00 and up is featured exclusively by 


the stores 








San Francisco Store 
Organizes Personnel 


SAN Francisco, Cat. (UTPS)—At 
its new 838 Market Street store, 
Sommer & Kaufmann have now a 
permanent staff of department man- 
agers, six in number, for as many main 
departments. The Oval Court, on the 
street floor, where the $10-and-up foot- 
wear is sold, is in charge of Joseph 
Mayerhofer, who has been with the 
firm for over 15 years. The men’s shop, 
basement, is managed by Wm. J. 
Brown. The adjoining Thrift Shop for 
ladies’ shoes in the $5-$6 class, is 
reigned over by H. M. Smith, formerly 
of the Emporium, San Francisco. Up 
on the second floor, the Blue Room, with 
its $7 to $8.50 scale, is the kingdom of 
Benjamin Rose, ten years with Som- 
mer & Kaufmann. The Junior Shop 
and its subsidiary shops, on the third 
floor, is governed by A. J. Pettis, who 
was formerly with Stephens’, Chicago, 
and more recently with the Emporium, 
San Francisco. The health-shoe de- 
partment on the third floor stars M. 
C. Fitzgerald. 

The executive personnel at the 838 
Market Street store consists of Max 
Sommer, president and managing direc- 
tor of Sommer & Kaufmann; Adolph 
Kaufmann, secretary of the firm: with 
Max H. Sommer, Jr., in charge of mer- 
chandising and buying, assisted by 
Albert Blumenthal and Herbert L. Som- 
mer, the latter being the son of Max 
Sommer and a recent Harvard grad- 
uate. The staff is completed by W. J. 
Wilkins, advertising manager; Leopold 
Oppenheimer, personnel director; J. J. 
Southwick, superintendent; and W. V. 
Howe, comptroller. 

The 119 Grant Avenue store con- 
tinues in charge of M. J. Kaufmann, 
vice-president, and M. F. Kaufmann, 
the treasurer of the firm. 
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Stern-Auer to Move to 
Chillicothe 


CHILLICOTHE, OHIO (UTPS)—A num- 
ber of officials of the Stern-Auer Shoe 
Co. of Cincinnati were in Chillicothe 
recently looking over available sites for 
the new factory which will be moved 
from Cincinnati. In the party were: 
J. J. Smith, chairman of the board; 
Alvin Selinger, secretary-treasurer; 
A. B. Cohen, general sales manager 
and M. Sheey, general superintendent. 

With the completion of the fund of 
$65,000, raised by public subscription, 
the factory is an assured thing. It is 
expected that the actual work of con- 
struction will start before May 1. The 
plant will have an initial output of 
1500 pairs daily and it is planned to 
erect floor space for a much larger 
production. In all $40,000 will be put 
in the factory and $25,000 in new 
equipment and in moving the machinery 
from the Cincinnati plant. 


New Lights for Kinney Stores 


NEw YorK—Claude Neon Lights, Inc. 
have contracted with the G. R. Kinney 
Shoe Company of New York for a 
standard display in which the words 
“Kinney Shoes” will be outlined in 
luminous tubes. They are being in- 
stalled at the Kinney stores in Mem- 
phis and Nashville, Tennessee; Syra 
cuse and Jamestown, New York; Au 
gusta, Maine, and Quincy, Illinois. 

The Kinney Shoe Company is one of 
the oldest successful shoe chains. 


Made Bank Director 


MILWAUKEE, WIis.—Andrew Schwis- 
ter, Jr., local retailer, has been named 
a director of the Sherman Park State 
bank in this city. Mr. Schwister con- 
ducts a retail shoe store at 3509 Bur- 





leigh St. 
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MINORS 


VERY LATEST IN STOCK 


THE CYNARA 
Littleway Construction 
Style 779 — $6.00 
Genuine Grey Watersnake Vamp 
Black (Satin —_— Kid Quarter and 
rim. 
AAA 5-8, AA 4%-8, A 4-8, B 3-8. 
Ritz Last "(995). Heel 19% Louis Peg. 


m- 

oe 

he 

or 

ed 

wife 

d; 

me ROGUE SANDAL 

’ Littleway Construction 

er Style 965 — White Calf — $5.10 

it. Style 414— Grass Green Glacé Calf — $5.10 

of Style 413— Sun Tan Willow Calf — $5.10 
Style 41 5 — Corrida Red Glacé Calf — $5.10 

n, AAA 5-8, AA 4144-8, A 4-8 B 3-8, C 3-8. 

is Bon Ton Last (49). Heel 16 Cuban Wood. 

n- 

1e 

»f 

0 

r 

it 

Ww 

y 

S 

y THE MITZI 

a Treadeasy 

; Archsupport Littleway Construction 
Style 627— New Riviera Blue Kid — $5. 

I Bluish Grey Genuine Lizard Trim. 


AAA 5-8, AA 4-8, A 4-8, B 3-8, C 3-8. 
Plaza Last (14) Heel 16 Louis Wood 





THE CAMILLA 
Littleway Construction 
Style 778—Black (Satin Finish) Kid—$5.35 
= and White Genuine Lizard Trim. 
AA 5-8, AA 4%-8, A 4-8, B 3-8. 
Ritz ‘a (995). Heel 19% Louis Peg. 


THE CHERIE 
Treadeasy 

Archsupport Littleway Construction 

Style 967 — $5.00 
Genuine Irish Shantung Linen 

White Calf Trim. 

AAA 5-8, AA 44-8, A 4-8, B 3-8, C 3-8 

Bon Ton Last (49). Heel 16 Cuban Wood. 


LA REINE 
Littleway Construction 
Style 773—Black (Satin Finish) Kid—$5.75 
Black and White Genuine Lizard Trim. 
AAA 5-8, AA 4%-8, A 4-8, B 3-8, C 3-8. 
Plaza Last (14). Heel 17% Louis Wood, 








RW. sINOR & SON, Inc. 








116 Other Styles 
IN-STOCK 


Ready for Immediate Delivery 
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Our Latest Catalog 
Sent Promptly 
Upon Request 
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WHERE TO BUY) 
Men’s & Women’s | 
Slippers | 
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L. B. EVANS’ SON OO., Wakefield, mass. 
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o 





In Brown-Black and colors. 
Combining style with com- 
fort. Produced by the 
manufacturers of 


IN-STOCK 
MEN’S OPERA 
SLIPPERS 


Gungtes and peters Pullman Slippers. 
Nationally known. 
SWAN SHOE CO., Inc., Baltimore, Md. 
Manufacturers 
New York Office—Room 551, Marbridge Bidg. 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Ra A 


High Grade Turn Mules and D’Orsays 


Catalog 
sent on 
request 








| Shop” blossomed forth. 





| Neat Shoe Section Plan 





An attractive environment can be provided for selling of shoes in the 
community of moderate size as well as in the big city, as evidenced by 
this attractive department in the Orange Belt Emporium, Pomona, Cal. 








Everything Is Rosy Now 


Pomona, CaAuL.—“Since color plays 
such an important part in footwear 
these days, why not colorful surround- 
ings for colorful footwear?” So asked 
the proprietors of the Orange Belt 
Emporium, Pomona, Cal. 

And early last March, the “Rose 
Shoe boxes, 
floor coverings, show cases, all carried 
out the rose color scheme. The show- 
case backgrounds were done over with 
Chinese Silver paper for contrast. 

At the formal opening, fresh cut 
roses were given to all who visited the 
“Rose Shop.” For that day too, window 
displays carried the rose idea. The 
shoe unit in particular was designed 
to add emphasis to this new color 
scheme. A central wax figure was 
dressed in an evening frock of lace 
which featured a rose pattern. A black 
Spanish shawl with embroidered rose 
design was used for contrast. Shoes 


| displayed were selected for their strik- 





MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 
W. S. CHASE & SONS 


Haverhill, Mass. 
Boston Office: Room 501, Statler Bldg. 


Prices from 
$2.15 to $8.50 








Soft Sole Slippers 
Colors in Stock 
The. 81.25 81.85 

Send for 
Samples 


STAR FOOTWEAR MFG. CO. 
50-54 No. Fourth St., Philadelphia 











Do You Know? 


That you can buy or sell it through 
the Classified Dept. columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














ing color and pattern, many new num- 
bers were shown for the first time. A 
wide variety of different styles were 
shown, in order to acquaint the pros- 
pective customer at a glance with the 
variety of lines carried in stock. 

A. E. Rogers is manager of the ‘‘Rose 
Shop” and Harry P. Anderson is adver- 
tising and display manager for the 
store. 


Light Colors Now Are 
in Increased Demand 


HAVERHILL, MAss.—The first advent 
of summer heat recently revived the de- 
mand for shoes of parchment kid and 
the other light kids after the bottom 
had suddenly fallen out of the market 
for this type of footwear. 

Local shoe men _ experienced an 
abrupt falling off in demand for parch- 
ment shoes late in March and found 
themselves suddenly thrust into black 
shoe production. The warm weather, 
however, found women buying light kid 
footwear, parchment preferred, and 
jobbers hurried to supply the demand. 
This situation subsequently resulted in 
numerous rush orders being directed to 
local factories which again are making 
parchment shoes. 


Johnston & Murphy Adopt 
Travelese Feature 


New YorK—Through an arrang 
ment with Laird, Schober & Com; 
in Philadelphia, manufacturers 
women’s and children’s’ shoes, 
“Travelese” construction feature i 
be introduced in a number of Johnst: 
& Murphy shoes. Its use in this c 
try in the men’s field is to be conf 
to Johnston & Murphy. 

J & M “Travelese” Shoes are 
signed to provide comfort and a sci 
tific lessening of physical and ner\ 
fatigue in a shoe built on smart last 

“The basic principle of the ‘Trave- 
lese’ design is simple,” says an 
nouncement by Johnston & Mu: 
relative to the adoption of the Trave 
feature. “The arch of the foot is mere- 
ly a series of small bones, embedde: 
muscle tissue. If, particularly in the 
case of men who are slightly over- 
weight or who stand a great deal- 
due strain is placed upon those foot 
arch muscles, they are_ inclined 
weaken and throw the whole bone 
muscle structure of the foot, ankle 
leg out of alignment. 

“This causes unconscious mu 
strain, impairs and abuses the function- 
ing of the nervous system and results 
in general fatigue which often cannot 
be explained. By gently supporting 
this muscle and boney structure of the 
foot, holding it securely but not rigidly 
in place, the result is an immediate 
sense of ease and comfort.” 


or 


and 


Chamber to Boost Convention 


RocHESTER, N. Y.—Secretary J. 
Allen Doyle of the Rochester Chamber 
of Commerce will lend the assistance 
of the chamber in helping to draw a 
big complement of shoe merchants at 
the annual convention of the New York 
State Shoe Retailers Association to 
be held in Rochester in September. 
He will send out a series of letters 
from the Chamber and lots of litera- 
ture descriptive and illustrative of 
Rochester as a business and beauty 
center. 

Mr. Allen’s offer has been accep ed 
by Chairman John Slater of the Board 
of Directors and President Ernest N. 
| Park. 
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BUY! 


BUY! 


Continually Urges This 


DETROIT 


1670 W..Fort Street 


PAT OFFICE 








Display 
Case 0. 
542 
Here’s one of the most consistent 
profit makers known to the trade 
Filled with your leaders and placed 
outside your door, this ‘Silent Sales- 
man” Outside Display Case will pay 
for itself in a few months by attract- 
ing hosts of new customers to your 
Store. Write and investigate this 
money-maker TODAY. 


SHOW CASE CO. 


Detroit, Michigan 


Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, May 10, 1930 


There is a 


VALIER 


specially made for 
each type of footwear 


Offering the proper CAVALIER polish to 
all who buy your shoes will bring extra 
profits and increased customer good-will. 


Sold exclusively to the shoe and allied 


trades. We do not sell to the drug or 
grocery trades. 


Write for information and prices. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 








and CONVENIENCE ~ 


PARAMOUNT 


700 Rooms—Each with Bath, Shower 


EXCELLENT CUISINE AND SERVICE 


46th St. 


W. of B’way 
New York 


Newly 
Decorated 
and 














For 
QUIET, 
COMFORT 


HOTEL 


and Running Ice Water 


$3.00 Single, and up 
$5.00 Double, and up 
LUXURIOUS GRILL 


MUSIC AND DANCING 
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Slippers 
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Style 2103 
Splendid Array oR my Speers 
Arvod tives Padded Soles, Flex ~ ibles and 
Wool: Slippers: a 
} iy om he and Ventilated 


also Kany Moc 
ans aa ang 
Footwear: ~ Left us, 
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Shoop | 


MILWAUKEE WISCONSIN 








* KENDALL ‘sou x 
stirres OO 
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Shoe Stores Greatest 
Victims of Returned 
Goods Evil 


Washington, D. C.—A large 
field for preventing waste and 
improving merchandise distribu- 
tion was pointed out, April 22, by 
the Director of the Bureau of 
Foreign and Domestic Commerce, 
W. L. Cooper, in commenting on 
the high percentage of returned 
goods disclosed by a nation-wide 
survey of retail credit. 

The return of merchandise, Mr. 
Cooper said, is expensive, and 
also is an extensive practice, ac- 
cording to facts brought out by 
the survey. 

Shoe stores, the survey reveals, 
lead all other kinds of stores with 
a general average for returns and 
allowances on regular charge ac- 
count sales of 21.3 per cent of 
gross sales. 

There were 11 stores reporting 
in the group with sales from 
$500,000 to $999,999. These stores 
had the high ratio of returns of 
7.2 per cent on gross cash sales 
and 23.8 per cent on gross open 
credit sales. 

The group with sales of $1,000,- 
000 and over also had a high per- 
centage on open credit sales. The 
average of this group was 21.5 
per cent. There were nine stores 
which had returns and allowance 
ratios of 25 per cent or over. 











Nearly 3,000,000 Pounds 
Of Polish Sent Abroad 


BosTon, Mass.—In 1929, 82 countries 
of the world consumed 2,745,877 pounds 
of American-made shoe blackings and 
polishes, valued at $808,449, according 
to figures compiled by the Department 
of Commerce and released by T. F. 
Anderson, secretary of the Shoe Polish 
Manufacturers’ Association of Amer- 
ica. Canada, the largest importer of 
these goods, was supplied with 405,730 
pounds, valued at $83,739, or 14.8 per 
cent of the total quantity exported from 
the United States, which represented 
an increase of 12.6 per cent over the 
1928 demand, 360,206 pounds. 

The exportation of 261,275 pounds of 
blacking and polishes to Egypt repre- 
sented an increase of 21 per cent over 
the quantity supplied during 1928. 
Cuba, the third quantity market, 
showed a decline from 438,052 to 255,- 
180 pounds. The United Kingdom in- 
creased the trade from 97,203 to 114,- 
332 pounds. 

Of the total quantity exported, 520,- 
3897 pounds were destined for South 
American markets. Argentina was sup- 
plied with 147,454 pounds; Colombia, 
with 88,421 pounds; Chile, with 66,911 
pounds; and Brazil, 52, 7153 pounds. In 
1928, the South American trade 
amounted to 656,282 pounds, valued at 
$213,482, as compared with 1929 ex- 
ports of 520,397 pounds, valued at 
$177,676. 

The total exports showed a decrease 
as compared with those of 1928, of 
3,281,631 pounds, valued at $937,702. 
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Re-Hided Leather Now in 
Production | 


New YorkK—A development of om. 
siderable interest to the boot and shoe 
trade was announced this week in the 
publication of detailed plans for the 
commercial manufacture of Salpa re. 
hided leather by the American Salpa 
Corporation. 

Through the processing of ney 
leather and hide cuttings, the leather 
can be created in gigantic “new hides” 
more than 750 feet long. The unit siz 
of these “hides” is said to afford par 
ticular advantages in the mass procluc. 
tion necessities of the boot and sho 
industry, aiding in factory handling 
and eliminating some existing wastes, 

Salpa leather is now in full produc. 
tion at the $3,000,000 plant which the 
American Salpa Corporation has de. 
signed and built for the exclusive manu- 
ag agg of the product at Spottswood, 

a 

“Salpa leather is in no sense of the 
word a leather substitute,” an an- 
nouncement by the American Salpa 
Corporation states. “It is a revolu- 
tionary leather product, having certain 
advantages over leather in its original 
state.” 

“In the production of Salpa leather, 
new leather or hide cuttings are chemi- 
cally and mechanically reduced to the 
animal fibre. In this stage of the proc- 
ess the tanning agents are introduced 
so that Salpa leather is really tanned 
in the fibre and is therefore perfectly 
tanned throughout its thickness. The 
leather is then re-formed into what may 
be called ‘new hides’ which are pro- 
duced in any desired width, and desired 
thickness, and almost any length. 

“This re-hided leather opens up large 
potentialities for many industries. Be- 
cause of the character of hides and their 
peculiar shape, leather has hitherto 
been unfitted as a covering for many 
things for which it would be highly 
desirable were its size and shape con- 
trollable. 

“Salpa leather is strong, flexible, dur- 
able and workable, and has a full bodied 
richness. It lends itself extremely well 
to embossing, in some instances to an 
even greater depth than leather of simi- 
lar thickness. It is unusually well 
adapted to gold-stamping. It also lends 
itself to impregnation with certain dyes 
at the time of manufacture, to the end 
that these dyes are apparent throughout 
the entire structure of leather. It cuts 
and skives with ease. Its obvious trade 
advantages include a lower price than 
other leathers. 

General sales offices of the American 
Salpa Corporation occupy the 25th 
floor of 261 Fifth Avenue, New York 
City. Representatives are now being 
located in Boston, Chicago, St. Louis, 
Cincinnati and Philadelphia. E. R. 
Zorgniotti is managing director of the 
corporation with S. B. Jordan as comp- 
troller and W. M. Turnley as general 
sales manager. The corporation has 
retained N. W. Ayer & Son, Inc., to 
direct an extensive national advertising 
campaign. 


Elected Secretary 


EUGENE, ORE. (UTPS)—Elmo D. 
Henderson, manager of the Price Shoe 
Company, has been elected secretary of 
the Eugene Chapter of Pacific North- 
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poe The “beauty of quality” in Stanley Duttenhofer shoes becomes even 
rout more pronounced with the smart, youthful and correct patterns for 
an summer wear. This pattern, the Cannes—One Strap—is illustrated in 

brown and white kid with a 15/8 covered heel. You can buy it with 
sth assurance as to fit and to quality. 


THE STANLEY DUTTENHOFER SHOE Co. 
ral CENTRAL PARKWAY CINCINNATI. OHIO 


ine CHICAGO OFFICE: LOS ANGELES OFFICE 
Charlie Osler, Great Northern Hotel Charlie Farthing, Lankershim Hotel 
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WHERE TO BUY | 
Children’s Slippers 
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IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
328 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 


SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 

















Approved by Medical Men 


Burkley Shoe Co. 
1166 Ne. Main S&t. 
Brocktea, Mass. 











WHERE TO BUY 
Athletic Shoes | 


@THCO 


GYM SHOES 


No. C*55—All sizes in stock 
for immediate delivery. Write 
today for complete catalog 
of ATHCO Athletic Shoes 
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Store Fixtures 


NEW GOODWIN CATALOG 
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| from the factory. 
| formerly sold through the Coward shoe 


| age, 
leather industry for 35 years, during 


Grossman Leases Fifth 
Avenue Store 


New YorK— Announcement has 
been made that Julius Grossman, Inc., 
has leased from Charles F. 


Inc., the store, basement and three up- 


per floors at 537 Fifth Avenue for 
a long term of years. 


stores, the Grossman firm will open 


| a retail store at this location, featur- 


ing shoes for men, women and children. 


Julius Grossman, Inc., is also open- | 
| ing a new retail store in its factory 
| located at 372-380 De 


Brooklyn. 


tomers who desire to purchase directly 
Grossman shoes, 


stores, are now being offered direct to 
the consumer through Grossman’s own 


| retail stores and through merchants in 
| metropolitan cities. 


A. Philip Knight Dead 


Boston, Mass.—A. Philip Knight, 
vice-president of C. D. Brown & 
Co., leather manufacturers, with Bos- 
ton offices at 50 South Street, died 
Thursday, May 1, at his home in Wake- 
field, Mass., following an illness of 


| five months’ duration. 


Mr. Knight, who was 67 years of 
had been connected with the 


which time he had filled many positions 


| of importance and responsibility and 


had made literally hundreds of friends 
in every branch of the shoe and leather 
industry. 


Dynamic Detroit Wins 
Its Way 


(CONTINUED FROM PAGE 36) 


organization made him directing man- 
ager of their stores in Buffalo, Cleve- 
land, Detroit and Rochester. Under 
his direction a second I. Miller store in 
Detroit has just been established in the 
Fisher Building occupying two floors 
in what is probably the most perfect 
office building in the country. 

Mr. Mittelman has been untiring in 
his efforts to win the big convention for 
Detroit and the fine ability he mani- 
fested of working with all Detroit re- 
tailers in the effort to land the big 
show so endeared him to his fellow mer- 
chants that it was but natural that 
they should choose him to head the 
executive work for the completion of 
his work so well begun. 

Manager J. H. Stone and Miss O. M. 
Johnson, assistant manager of The N. 
S. R. A., spent two days in Deteoit re- 
cently in conference with Detroit re- 
tailers and hotel men arranging the 
details for the 1931 convention, exhibits 
and style show. Present plans call 
for Miss Johnson establishing her office 
in Detroit approximately ninety days 
prior to the January convention dates 
and remaining throughout the conven- 
tion similarly to the thorough work 
which she accomplished in connection 
with the St. Louis show. 

In his talk to Detroit hotel men, Mr. 
Stone stated that the national associa- 


tion would undertake a considerable | 


advertising campaign to attract many 
retail shoe merchants to Detroit. 
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Noyes | 
Company, Inc., and Donald W. Brown, | 


Under the | 
direction of James W. Harty, former | 
general manager of the Coward shoe | 


Kalb Avenue, | 
This store is for the con- 
| venience of many special order cus- 


| June—A Calendar 
(CONTINUED FROM PAGE 48) 


Tuesday. June 24 

Change your windows, 
VACATION FOOTWEAR 
SPORTS SHOES up front. The 
the big lines to keep featuring 
balance of this month—and HOSIERY 
too, of course. 


Wednesday, June 25 


A letter on VACATION FOt 
WEAR will be worth sending 
week. Why not reprint last Friday 
ad and send along with it? If 
mention a “special” or two in the 
ter, it will help. 


| Thursday, June 26 


Have some of your most attract), 
Summer Footwear displayed on 
cases and ledges, and be sure to h 
a small price card on each style. 
the store inviting, “interesting,” 
easy place to buy? 


Friday, June 27 

Tonight’s ad will talk “NEW FOOT 
WEAR FOR VACATION TIM 
and be sure to suggest that next Sat 
day is a holiday and shopping sho: 
be done tomorrow. A good special | 
HOSIERY makes an excellent leac 
to bring shoppers in. 


sett) 
gettin 


Saturday, June 28 


Have every salesman on his toes t 
get every possible sale today. Have 
your specials on tables where they can’ 
be missed as folks enter the stor 
Liven up the windows this morning, 
so they will do their share in makin; 
this a BIG Saturday. 


Monday, June 30 


This week’s window should feature 
“NEW FOOTWEAR FOR JULY 
with cards and backgrounds providing 
the proper atmosphere. Make plans t 
day for the coming month. Are y 
going to have a JULY SALE? 
will you wait until August? 


R. H. Lane & Co. to Move 


ToLepo, On10—R. H. Lane & ( 
Inc., shoe wholesalers serving 
States of Ohio, Michigan and Indiana, 
have recently signed a long term leas 
on new quarters at 112 Huron Street, 
this city. The new building gives the 
firm five floors instead of three as at 
their present quarters on St. Clair St., 
and provides more than 30,000 square 
feet of floor space. “We have had goo 
business in the last year,” said Rober 
M. Lane, president, recently, ‘and h: 
experienced the type of growth whicl 





has led us to need more room.” Alt«t 
ations under way will be completed 
is expected, about July 1. 
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ARE YOU READY? 


TO MAKE THAT EXTRA PAIR SALE 
Live Merchants Know that Leather 


Sole Slippers are Salable 
The Year Around 


Da-Time Slippers 


Appeal to Active Women who desire 
Comfort, Neatness and Wear 
for Busy Days at Home 


Can be Sold at a New Low Price 


Leather Sole Turns 





THE GRAND SLAM 


In In 


An ideal slipper for pajama wear, 
bridge or teas at home, made of 


leather counters made on a combina- 
tion last. IN STOCK, black kid, 


~~ OE genuine kid, all kid lined, 13/8 full 
fOCc he ~ Spanish heel, steel shanks, genuine lOc 


SIZES \ ' . . SIZES 
= =$3.25; red kid, $3.50; blue kid, $3.50; 
24-9 — 2%-9 


5%—30 Days IN STOCK—A, B and C WIDTHS 5%—30 Days 











DE LUXE GRADE 


IN STOCK, red, Black kid, grey kid 

lining. Red kid, 
black, green, blue, bionde kid lining. 
purple’ kid, black Blue kid, grey kid 
satin and _ patent, <ve y Patent, we 
: ‘ : i ining. ade 
lined with ' igh t from an extra selec- 
colored satin. First tion of upper stock 
quality upper stock] with first quality 


kid ltining, steel 

leather counters, shanks, genuine 

steel shanks, extra leather counters, 

fine leather soles, — of first a, 

— eight iron eather, 

natural finish. Every lasted by hand by 

pair is made on a] skilled Italian work- 
combination last. men. 


No. 1000 


* 


A » ¢ Walks $2.65 $3.00 A, B and C Widths 


Sachs and Vigorith, Inc. 


[4th and Central Parkway Cincinnati, Ohio 
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Store Fixtures 
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THOUSANDS 


Leading Shoe Deelers Fit their custom- 
= Quickly, Accurately and Simply 


BRANNOCK DEVICE 


Free Trial—Write Today 
1 8. Salina Street SYRACUSE, N. Y. 
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WHERE TO BUY 
Ballet Slippers 
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In see Back Ballet 
ppers 

om... $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC. 
147 Duane Street, 

New York City 











Soft Toe 
Turn 
Ballets 
Black Kid 
Expertly Designed Misses & 
Women’s Children’s 
(00—Regular 
500—Buck So) 


H. F. MALOTT SHOE Co. 
Chi 


Manufacturers 
1915 Girard St., jeage 








Rights and Lefts 
Two Grades 


In Stock 


825 West Monroe Chicago, Ill. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Toe 
; Child's 6 to 11—$1.35 
Misses 11% to2— 1.40 
Women’s 2 % to8— 1.45 
Also rd Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 


BALLET SLIPPERS 


The recognized popularity and 
Gemand for Barney's slippers af- 
ford = Ra an unusual profit oppor- 











Offer this appeal to your cus- 
tomers: The ideal for perfect bal- 


“THE TOE anes. support, 
SHIELD” 


comfort and 
—— 


economy ir 
slippers. 

THEATRICAL 

AND STREET 

FOOTWEAR | 


Send for our f. 


catalogue. 
America’s Leading Ballet and Toe Slipper 
House 


804 W. 42nd ST. NEW YORK 








The Business Crime Court 


(CONTINUED FROM PAGE 45) 


build up a business. 
how long?” 

Lyons: “Five years. I started with 
nothing and now I’ve—~—” 

Flinn (jumping up): “Objection. The 
witness is not confining himself to the 
question.” 

Judge Braddock (to witness): “I rec- 
ommend you confine your answers to 
the questions.” (To the court reporter) 
“Strike out that last comment.” 

Brent (dryly): “Now, that’s too bad. 
We are all interested in stories of busi- 
ness success. However, we take it you 
started on the proverbial shoestring and 
now have made good. Got a fine busi- 
ness and growing, eh?” 

Lyons: “That’s right. Why, I do ina 
month—eh No, nothing.” 

Brent (softly): “It was your book- 
keeper who first told you that Mr. 
Phelps’ business was unprofitable?” 

Lyons: “Sure, that’s so.” 

Brent: “Bookkeepers are not very 
expensive, I’m told. How much do you 
pay yours?” 

Flinn (shouting): “Objection. The 
question is irrelevant.” 

Brent (bowing slightly to Flinn): 
“We withdraw. We have no desire to 
embarrass witness. I assume the poor 
bookkeeper must be underpaid. That so, 
Lyons?” 

Lyons (angrily): “No, it ain’t! I pay 
him $30, and he’s not worth st.” 

Brent: “What? Not worth $30, yet 
on his advice you stop selling to my 
client ?” 

Lyons: “Well, he give me figures and 
I see the fellow’s right. We quit selling 
a lot of people.” 

Brent: “Now, don’t get upset, Mr. 
Lyons. You quit selling a lot of people. 
How many? Five hundred?” 

Lyons: “Oh, not that many.” 

Brent: “Say fifty? Or twenty?” 

Lyons: “Maybe, I can’t say — 
Some.” 

Brent: “You had quite an argument 
with my client the last time you met in 
his store?” 

Lyons: “Yes, but he paid me when 


Brent (quickly): ‘‘Never mind. You 
got your money. Then didn’t Mr. Phelps 
tell you to get out of his store and 
never come back?” 

Lyons: “Oh, I don’t know. 
his head.” 

Brent: “Is it not a fact that he told 
you he was through with you?” 

Lyons: “Well, as I said, he got hot- 
headed.” 

Brent (sharply): “Don’t dodge the 
question. Why not be honest and admit 
my client refused to buy from you?” 

Flinn (jumping up): “I object. The 
question is insulting?” 

Judge Braddock (to Brent): “I ad- 
vise you to rephrase your question, Mr. 
Brent.” 

Brent: “I beg to withdraw it. Now, 
Mr. Lyons. Please answer ‘yes’ or ‘no’ 
to my question. Did Phelps tell you he 
would never buy from you again?” 

Lyons (after a painful pause): “Well, 
in a way—yes.” 

Brent (smiling): “Thank you. I’ll not 
bother you any more.” 

Flinn: “One moment, Mr. Lyons. At 
the same interview, you told the pris- 
oner Phelps that you would not sell him 


He lost 
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unless he bought in larger amounts. Is 
that so?” 

Lyons (emphatically): 
That’s why—— 

Flinn: “That’s all. Step down.” 

Brent looked at Flinn with an amused 
smile, which the jury noticed. Flinn ap- 
parently ignored it as he sorted through 
his briefs. Then he called seven other 
vendors in sharp succession. 

All seven testified to the fact that 
while Phelps bought from them, the 
amount of his business was so small as 
to be unprofitable. The last of the seven 
was an upstate manufacturer’s accoun- 
tant who had testified to Flinn that he 
had personally talked with the defen- 
dant Phelps about the danger of placing 
so many small orders. Some interesting 
facts were brought out by the account- 
ant Thomas Lothrop as the following 
testimony shows: 

Flinn: “You have stated, Mr. Lothrop, 
that your company has supplied the 
prisoner with small parcels of goods at 
infrequent periods for several years.” 

Lothrop: “Yes sir.” 

Flinn: “You manufacture quite a va- 
ried and extensive line of goods.” 

Lothrop: “That’s quite true.” 

Flinn: “Exactly; yet the prisoner 
never bought but an odd item at a time! 
He never gave your salesmen a chance 
to sell him your complete line.” 

Lothrop: “I don’t know exactly how 
to answer that question.” 

Flinn: “Explain it your own 
then.” 

Brent (laxly): “Do, please. I admit 
my dear friend’s question would be hard 
to answer.” 

Flinn (angrily): “Your honor, I pro- 
test at this gross interference.” 

A whispered murmur ran through the 
courtroom, silenced by Judge Brad- 
dock’s sharp rap. 

Judge Braddock: “Mr. Brent, I must 
warn you that such unbecoming tactics 
will not be tolerated in this Court.” 

Brent (mildly): “Then I apologize— 
to the Court.” 

Flinn (to witness): 
Mr. Lothrop. 

Lothrop: “You see, no one ever car- 
ries a complete line; it’s too wide for 
any one retailer. But we have ‘fami- 
lies,’ as we call them—that is, goods 
which properly go together. We try to 
sell a ‘family’ to a dealer.” 

Flinn: “Yet your salesmen never had 
the chance to sell a ‘family’ to the pris- 
oner.” 

Lothrop: “No sir.” 

Flinn: “About six months ago, this 
man Phelps was hard pressed by a num- 
ber of small creditors—including your 
own concern?” 

Lothrop: “We were a creditor, but we 
are fairly large, and did not press.” 

Flinn: “What did you do?” 

Lothrop: “We loaned Mr. Phelps a lit- 
tle money to pay off the small fellows. 
His business was all right except he had 
overestimated. He owed so many little 
to small makers who refused to wait 
that for a time I thought he would hav 
to fail.” 

Flinn: “But on account of your help 
he managed to go on?” 

Lothrop: “Yes, partly, a wholesaler 
helped also.” 
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These “SKOOTS” bring extra 
profits to Converse merchants. 
They’U do it for you, too. 


Top price 

"SKOOTS” shoe. 

Orange trim doubles the selling appeal 
of this already attractive shoe. Brown or 
white doubled duck uppers. High line 
foxing with pebbled toe strip. Wide eyelet 
stay. Hefty molded outsole. One of the 
season’s best sellers and profit-makers. 


COURT 
SPECIAL 


Especially 

for real, 

hurd tennis players. Special 11-ounce 
duck uppers, loose lining. Reinforced toe 
foxing. Cushion heel and arch support. 
Korxole insole, cre outsole. Seamless 
toe and toe lining. Wins in fast company 
on extra value. 


Outstanding basketball shoe for women, 
and lots of ’em play the game. White 
uppers, black trim, buff sole. Loose-lined 
uppers. Cushion heel and arch support. 
Full width friction foxing. Korxole insole, 
crepe outsole, Fast and sure in play. 
Quick seller on extra value. 
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Canvas Shoes 
_ for every sport 


This display, 21 by 24 inches, lithographed 
in six bright colors, will help you sell 
“SKOOTS”— greatest line of canvas shoes 
ever produced by Converse—outselling last 
year THREE TIMES and going stronger 


all the time because of extra value. 


Send the coupon at once. If you already 
carry “SKOOTS,” the display will go 
into the mail the same day your request 
reaches us. If not you'll get our latest 
catalog, and the Converse salesman will 
call on you if you wish. No charge for 


either service, of course. 


CONVERSE 
RUBBER COMPANY 


Dept. BS-18, Malden, Mass. 


a ll ceaaedainia Addresz............. 
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Send display | 


Medium priced “SKOOTS” shoe that just 
shouts extra value. Diamond cup sole. 
Suntan or white uppers. Ribbed toe cap. 
Heavy toe strip. Converse ankle guard. 
Flannel insole. Wide eyelet stay. Colored 
trim. Won't quite sell itself—but come 
pretty close to it! 


PINTO 


Same price range as BRONCO. Same 
extra value. White upper with black 
trim, or brown with mahogany trim, both 
with colorful orange piping. Heary cut- 
out gray sole toe and heel effect. A 
nation-wide best seller that’s sure to make 
money for you. 


Yes, sir, I want to know about a line that’s outselling 
last year three times. 
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WHERE TO BUY 
Ballet Slippers 
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The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Ave., Eagle Rock 


Los Angeles, Californias 





BLACK KID BALLET SLIPPERS 


MADE ON ae AND LEFT LASTS 
‘om. Miss.Childs 
600—(Top Grade) was 1.40 1.45 
6eo— .30 1.25 1.36 
Coast Prices Slightly Highee 


Brooks Shoe Mfg. Co 
Philadelphia— 
Swanson and Ritner Sts. 


Los Angeles—1162 80. Hill 8t. 


IN 
STOCK 
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SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 


THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 
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W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


“For Hard Service and LongWear’ 


Hl wert wd Service Shoes in Stok 








Flinn: 
osity ?” 

Lothrop: “I pointed out to Mr. 
Phelps that buying from every Tom, 
Dick and Harry was bad business. Buy- 
ing dabs of stuff here and there and 
everywhere was expensive to him and 
the vendors. He promised to bunch his 
buying and knowing that, if he did, his 
business would be worth while, we, that 
is, my concern and the wholesaler, 
agreed to loan enough to pay off the 
small creditors so that he could carry 
out our suggestion.” 

Flinn: “Very good, Mr. Lothrop. 
Then for a time he bought mostly from 
you and the wholesale house?” 

Lothrop: “Yes sir.” 

Brent (rising, and in an apologetic 
air): “Your honor, may I ask if it is 
proper for witness to answer for the 
wholesale house?” 

Judge Braddock: 
point.” (To Flinn): 


“What prompted your gener- 


“IT accept your 
“Your last ques- 


tion and the witness’ answer is stricken | 


out.” 

“Flinn: “I beg the Court’s indulgence. 
But the two houses worked together on 
the case. However, I’ll change the ques- 
tion. I ask you, Mr. Lothrop, did the 
prisoner buy substantial bills of goods 
from you for some time after getting 
your help?” 

Lothrop: “Yes sir.” 

Flinn: “But you do not sell to him 
now?” 

Lothrop: “No sir.” 

Flinn: “Tell us why not.” 

Lothrop: “Well, sir, Mr. Phelps car- 
ried out the plans for some time, but 


then began buying from everybody and | 
anybody again, so we decided to close | 


his account.” 
Flinn: 
smaller?” 
Lothrop: 
the man could not continue—” 
Brent (smiling calmly): 
but do you mean to say you know the 
future?” 
Lothrop (somewhat rankled): 
—yes—I think so—it’s obvious to me—” 
Flinn (sharply): 
his answer. 
Lothrop — to 
friend.” 
Lothrop: 
think he could carry on with a policy 
of buying small lots from everybody and 
decided to stop while we could our 
money.” 
Flinn: 
Brent): 


satisfy my whimsical 


“That’s all, thank you.” 
“Your witness.” 

Brent: “So it was merely a desire to 
secure my client’s. business’ that 
prompted your generosity in advancing 
money ?” 

Lothrop: “In a way, yes sir.” 

Brent (suavely): “Do tell us what 
you mean by ‘in a way,’ if you don’t 
mind?” 

Lothrop: “Of course, we want to help 
anyone to keep in business. It means 
an outlet for our goods, apart from 
wanting to help the industry.” 

Brent: “And very proper, very proper. 
But—forgive me if I seem to question 
vour motive—you would not have helped 
him if he had not promised to give you 
more of his business?” 

Lothrop (evidently irritated): 
ly, we are a reputable house.” 

Brent (soothingly): “Of course you 
are. We all realize that. But, never- 
theless, if my client, Phelps, had prom- 
ised to bunch his buying, but not to buy 
from you. you would not have helped 
him out?” 


(To 


“Real- 
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Lothrop: “Of course, we natur: ally 
expected to get something back.” 

Brent: ‘“Naturally—philanthropy at 
10 per cent! And later, when you be. 
gan to lose some of my client’s busi. 
ness, you—er—stopped selling to him. 
Either all the loaf or none?” 

Lothrop (angrily): “I said, we be. 
lieved—and still do—that he can’t sue 
ceed on that policy of buying anywhere 
and everywhere like he is—so refused 
to take any more chances.” 

Brent (smiling pleasantly): “I quite 
understand. And I’m sure this intellj- 
gent jury understands also. No more,” 

Flinn stands up as though about to 
speak, then changes his mind, and wit- 
ness is excused. 

The wholesaler referred to was next 
called and testified in a similar manner 
to Lothrop. Brent’s cross examination 
again followed the tactics employed 
against the previous witness. 

Judge Braddock had obviously been 
unwell during the proceedings and st 
this point adjourned the Court until 
next morning. 

It was eleven o’clock before Judze 
Braddock appeared, and in answer to in- 
quiries of counsel said he felt better and 
wished the case to proceed. 

Flinn announced he had only one 
more cross examination, and called Sy]- 
vanus Carr, a research specialist. 

Carr was a lantern-jawed man, who 
while clean shaved, showed a blue chin 





“His orders with you became 

“Somewhat, but we knew 
“Excuse me, 
“Well 
“Witness withdraws | 


Please rephrase it, Mr. | 


“I mean to say, we didn’t | 





as a result of a very heavy beard. He 
was very tall and ungainly, yet his 
homeliness was softened by a pleasant 
smile and sharp twinkling black eyes 
After the Court attendant had sworn 
him in he sprawled on the witn« 
stand, crossed his long ungainly legs 
and looked at the district attorney. 
Flinn: “You are Sylvanus Carr?” 
Carr: “Yes.” 
Flinn: “A research specialist ?” 
Carr: “I conduct research work.” 
Flinn: “For anybody?” 
Carr:.“Depends, sir. If they are hon- 
est—and have money to pay me, yes.” 
Flinn: “The Manufacturing Trade A 
sociation employed you to make some 
research into the question of the effect 


| of small and scattered purchasing by } 


tailers ?” 
Carr: 
Flinn: 


yes—” 
You wer 


“In a general way, 
“Go on, Mr. Carr. 


| about to say—?” 


Carr: “The exact purpose of the 1 
search was threefold 

“First, to ascertain if it was true tha’! 
the unit orders of retailers were small 
than formerly. 

“Second, to ascertain the effect « 
the retailer who bought in very sma 
amounts from a large number of co: 
cerns. 

“Third, to ascertain the varying cos‘ 
to manufacturers and wholesalers of o 
ders of various sizes.” 

Flinn: “And you found the orde: 
generally were smaller?” 

Carr: “Yes, that is—” 

Flinn (quickly): “Give us a case fro) 
vour experience showing this falling o!' 
in the size of orders.” 

Carr (frowning thoughtfully) : “Well 
one index of smaller orders is the fal 
ing off of advance bookings. For i1 
stance, a very large shoe concern gav 
the information that whereas in 191 
ninety-four per eent of their year 
booking was planned in advance, i? 
1928 only ten per cent was so planne: 
That meant that the bulk of the bus 
ness was placed when wanted and i 
hand to mouth shipments.” 
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REECE’S TOE TREATMENT 


A Remedy for “athlete’s foot” 
? Note the 
Warm weather brings foot troubles adjustable 
and an increase in the very preva- 3 ouckle. 
lent ring worm of the foot or ‘‘ath- 
lete’s foot.’’ 
You will perform a real service 
or your patrons by having a sup- 
ply of Reece’s Toe Treatment at 
your command. This treatment has 
been used with uniformly good re- 
sults on the most stubborn cases. 
W — $4.00 per dozen. Retail, Smarter than 
REECE’S Plain Wood Perfect 
Rocker Sandal for sanitary purposes, 
$9.00 per dozen. 
Folder on request. 


4 h 
or tow heel. 
$18 to $20 
per dozen. 


REECE WOODEN SOLE SHOE CO., INC. 
COLUMBUS, NEBRASKA 

















© NEW YORK’S NEWEST »* 


1000 ROOMS, BATHS and SHOWERS 
SERVIDORS—CIRCULATING 


ICE-WATER & 
RADIO IN EVERY ROOM — DAILY 


The NEW Hotel 


VICTORIA 
« 7th Ave. at 5lst St.- - - New York 7 











No. 3 in a series of advertisements depicting reasons why you 
should insist upon Built-up Leather Heels. 





Built-up Leather 
Heels are the only 
correct heels for 


daytime wear. 























For walking, shopping, motoring, for sport wear, and 
for all other daytime activities insist upon 


RENTON Leather Heels 


They Are Correct 








RENTON HEEL CO., 63 Allerton St., Lynn, Mass. 








3-Way 
Ticket 


6 doz.— $1.50 


a — 


nT Ce tT TONE 


HAND LETTERED 


S see lots 


12 doz.— $2.50 1 doz.— $0.35 


(CHECK WITH ORDER—PLEASE) 


YOUR CHOICE OF EITHER OF TWO COLOR 


Purple with gold edge trim on white 
pasteboard with black figures. 


COMBINATIONS 


Red with black edge trim on whiee 
pasteboard with black figures. 


7.00 
ABOVE IN STOCK 


Available in 72 different prices: IN STOCK 


If other than in-stock prices are specified in orders, 
the rate per doz. is 50c. 


(A variety of two color tickets with hand-lettered prices carried im 
stock, 15c. per doz. Samples on request) 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER, CHICAGO 





BooT AND SHOE RECORDER 


combining THE SHOE RETAILER, May 10, 1930 








Bi Re ee ee tl 


WHERE TO BUY 
Spats 


6 rE 


CHURCH’S 
Imported LINEN Spats 
ta » ~ aa grey and tan, also SAILCLOTH 


Dood for formal and cl 


LYONS & COMPAN 
122 Duane &St., New York, N. Y¥. 





affairs. 
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GREATEST SPAT LINE 
H OF THE 
Taslored just a 
IMPERIAL SPA 





Tae I” 
Standare 
A 


s 












The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


2 
Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 











Ideal Spats and 
Shoe Ornaments 
Create Custom- 
ers and Confi- 
dence 


are the oldest 
of spats and 
jestone shoe orna- 
te in the Middle 
West selling direct to 
the dealers. 


We 


MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, til. 
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WHERE TO BUY 


Barefoot Sandals 


6 66 6 EE EP Ee 





GOLD SEAL BAREFOOT 
SANDALS 
On Approval 


To convince you of the 
superior quality of our 
sandals, we will ship 
sample assortments on 
ten days’ approval for 
your on of our 
best sellers in a variety 
of colors and heels. 







Folder on 
request. 


GOLD SEAL, 722 Broadway, N. Y. C. 





Flinn (encouragingly): “And any 
other case?” 
Carr: “Yes sir. A very important 


hosiery concern reported that whereas 
six years ago a retailer was willing to 
order several weeks ahead, that same 
retailer demands shipment within three 


: “What effect does this have 
on the manufacturers?” 
Carr: “It makes extremely difficult 
their job of forecasting requirements. 
It used to be that advance booking 
would provide a barometer for gauging 
the market needs, but now—” 
Carr shrugged his shoulders expres- 
sively. 
Flinn: “Then you would contend that 
this spot ordering and small shipments 
add to the difficulties of manufacture 
and will in consequence increase ex- 
penses and reduce profits?” 

Carr: “In general, yes. The—” 

Flinn (quickly): “Thank you. One 
more question. You mentioned that a 
part of your research work was on the 
effect of the retailer buying in small 
and scattered lots. What did you find?” 

Carr: “That small orders, regularly 
placed with a concern—” 

Flinn (interrupting): “That was not 
my question.” 

Carr: “I beg pardon. Small and scat- 
tered buying invariably meant an in- 
crease in dead merchandise, tying up of 
capital and tightening up of credit. This 
was not counterbalanced by any mate- 
rial good will by vendors.” 

Flinn: “Very clear, Mr. Carr. 
ing to Brent): “Your witness.” 

Brent (lazily rising): “You were talk- 
ing about the buying of hose, Mr. Carr. 
What did you find was the real cause of 
this hand-to-mouth buying?” 

Carr (giving a swift glance at Flinn): 
“Several reasons, probably. The preach- 
ments of so called experts on the matter 
of turnover was doubtless partly true.” 
Brent (at the counsel table): “Nat- 
urally—er—and would you say that 
fashion had anything to do with it?” 
Carr: “Why, of course, fashion is a 
factor.” 

Brent: “What other factor is more 
important today? Think carefully, Mr. 
Carr. I recognize you as an authority 
and know the value of your reputation 
as an exact analyst.” 

Carr (flushing): “Fashion might, to- 
day, be as important as any other fac- 
tor—yes—that’s so.” 

Brent: “Good, so Dame _ Fashion 
seems to be the real nigger in the wood- 
pile of this small order racket. Of 
course, this big reduction of advance 
booking, as you call it, is principally 
with the small stores?” 

Carr: “The—er—small stores certain- 
ly are buying more cautiously than for- 
merly.” 

Brent (softly): 
ment store?” 
Carr: “I can’t recall exactly.” 

Brent (pointing to a pile of papers): 
“You have the copy of your survey 
there, and knowing you to be a thor- 
ough man, you can doubtless refresh 
your memory.” 

Flinn (jumping up): “Objection; we 
are not trying the department store.” 
Judge Braddock: “I believe your ob- 
jection is justified.” 

Brent (suavely): “May it please the 
Court. But my learned friend has 
shown that the small retailer is buying 
in small lots, and not placing orders 


(Turn- 


“And the big depart- 















want to prove that the big stores do the 
same thing and find it good business.” 

Judge Braddock (to Flinn): “I believe 
your learned friend’s argument is sound, 
He may continue.” 

Brent: “Thank you. Then perhaps 
Mr. Carr will tell us the percentage of 
advance orders by department stores?” 

Carr (who has been sorting his ree. 
ords): “The average is seven per cent,” 

Brent: “Ah, that’s interesting. Now, 
you mentioned that shoe dealers and 
hosiery dealers have reduced advanced 
bookings. What happened in men’s 
clothing during the period?” 

Carr: “The percentage of advance or- 
ders has increased somewhat since 
1920.” 

Brent: “And fashion in men’s clothes 
does not change so rapidly as it does in 
shoes or hosg, I take it?” 

Carr (nervously): “Er—er—no, that 
is so.” 

Brent (turning to Flinn): “Thank you 
for your witness. That’s all.” 

Flinn (sarcastically, to Brent): “The 
pleasure—and profit—has been mine, | 
assure you. I am through with him.” 

Turning to the Court, Flinn gave a 
slight bow and said, “The State rests.” 

After a brief discussion with counsel 
Judge Braddock adjourned the Court 
until ten o’clock the next morning. 


To Spend Three Months 
Abroad 
ALBUQUERQUE, N. M. (UTPS)—P. 


Matteucci, Sr., who, with his three sons, 
has been successful in building up the 
Paris Shoe Store of this city to one 
of the largest in the southwest in point 
of annual volume, left for a three 
months’ trip to southern Europe on 
April 8. He will stop at Rome, Milan, 
Genoa, Turin, Florence and Lucca, 
Italy, the last named being his old home 
town. This is Mr. Matteucci’s first 
trip across the water in 27 years. He 
opened a small shoe repair shop in 
Albuquerque in 1906. The business is 
now largely controlled by P. Matteucci, 
Jr., eldest of the three sons. 


Ct i Rie el 


WHERE TO BUY 
Men’s & Women’s 
Slippers 


666 6, 6 rE 


IN STOCK 


For Immediate 








Delivery 
Sizes 242-8 
Unusually 
smart Hand 
Turned Pat- 
terns of 
black kid 
and 
soles. 
Packed in 
Write for 18 or 36 
sample pair cases. 
pairs 
The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 














ahead of requirements as formerly. I 
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Above shows our modernistic card holders, 
gold with black trim (3-color festoon base 
between frame and plateau); enhance the 
beauty of your window cards—harmonize 
with the finest of window display fixtures 








































Service 
No. 1 
$500 

Monthly 


Service 
No. 2 
$400 
Monthly 
Service 
No. 3 
$300 
Monthly 


12 hand designed cards each month, 
each with different sales messages, 
printed in attractive colors, size 7 x 
11 inches; with 100 blank price 
tickets to harmonize with service 
cards each month (or with prices 
imprinted, selection of prices as 
wanted, 50c. per month additional). 
Also 6 card holders with first month’s 


8 
100 


service. 


cards 


blank price tickets 


4 card holders 


6 
50 
2 


cards 
blank price tickets 
card holders 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bidg., State and Adams Sts., Chicago, Ill. 


ARE YOUR WINDOWS 
JUST LIKE OTHERS IN YOUR TOWN? 


If they are, you’re not getting your money’s worth from them—and 
they cost you plenty! 


Recorder selling messages will make your window stand out from the 
rest. They make people want to look in your windows because they 
know they will find there the “voice of authority’—in the form of 
printed messages—telling them what’s newest in color, pattern, leather, 
etc., and people will go out of their way to look in your windows. 


NOW READY 
MAY CARDS 


(3 Colors—Purple—Pink—Black) —7x12 






Text of May Cards on request. 


SINGLE SHOW 60'S 
CARDS each 


(Either with or without text) 


Price Tickets—IN-STOCK 


A new price tag each month—Samples 
will be sent on request—24 Doz., $4.00; 
12 Doz., $2.25; 6 Doz., $1.25. 


Above illustrates one of 

May cards—dainty, color- 

ful— Pink color board, 

2 water color imprint, 

purple, white, text in 
black 


MINIATURE NAME TAGS 


of materials—shoes and hosiery—50c. 


doz. .12 doz $2.00. (Price tags duplicate of 


above) 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, III. 


Please enter our order for the Recorder ‘“Sell- 
ing Messages” card service No. for one 
year, consisting of cards, each month and 
art card holders, with the first month’s 
service, beginning with cards for May for 
which we will pay $——— per year, payable 
$———— per month. 

For cash in advance full year’s service, 5% dis- 
count. 











(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


—f— §— 


Store Name 


— i f— 


I ho, ci? 5 ara regis wine qranP ack GREATS RR 
City . bbeataedde meatmae eee 
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or have a straight-out talk 
Our Half -Million 


OU’RE a manufacturer selling goods to 

merchants or other manufacturers. By se'!- 

ing goods we mean you're out on the skirmish 

line keeping your goods in motion. What are 

your tactics? Do you whisper to the multitude 

METAL TRADES in hopes that in a lull in the ceaseless din of bus'- 

The Iron Age ae ness your words will trickle by chance into your 

7 > prospects’ consciousness? You do not. You but- 

HARDWARE TRADE SI ton-hole your prospect, give hima good straighr- 

a out talk .. . no fancy work, no fol-de-rol. You 

ardware Age i 

Sudinnis teas Cottion talk facts and cases, and inoculate the man with 

Slardware Age Verified List 2 your product and its name and purpose. 


TEXTILE ; ip HOSE who buy by the gross, the carload, 
is iit tiaiaiatitn or the train load are not being seduced by 
iesadles Danues Sidney any gentle voice whispering to the multitude. 
Nugents ‘5 Button-holing these prospects for a stratght-out 
Nugent's Directory =~ talking-to is your real problem—isn’t 1t? 
National Dry Goods Reporter and 

Drygoodsman 


Malini Ding Gast Cece Wisks- ITH all the present banging on outer 
pore SS doors and shouting from the house-tops 
Chicago Buyers Directory AN can you blame the men who contribute so great! 
Me to keeping billions of dollars worth of mer- 

SHOES AND HOSIERY sons. f chandise in motion for locking themselves into 
Boot & Shoe Recorder — Y/ sound-proof shelters of seeming indifference: 
Hosiery Age an | ... And not content with this precaution they 

A., | guard assiduously all lines of access... And 

JEWELRY AND OPTICAL sae turn a deaf ear and a hard eye on all unsolicited 


m a 
The Jewelers’ Circular encroachment 


The Optical Journal end LG . . 
The Jewelers’ Circular Buyers’ wat RUE—there is a certain amount of cou: 


Directory tesy left in business. We crash the gate 
: | occasionally—much to our astonishment, too 

But, it’s the invited guest that sits up to the tabi: 

and partakes of the feast—that gets the opportu 


UNITED BUSINESS 


239 WEST 39th STREET 


A. C. PEARSON, CHAIRMAN F. J. FRANK 
ARNOLD L. DAVIS, SECRI TARY 
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O THE MULTTTUDE 


ith men who really count? 
xecutive Readers 










nity to specify his choice for light or dark meat 
—or a little of both, please, and plenty of gravy. 


































| : ND who, pray tell, are the invited guests? 
Well ... more than ever before, business 
5 men are looking to their trade publications for 
: information and aid. They are inviting them AUTOMOTIVE 






into their business, and placing great confi- 
dence in those publications that serve them sin- 


Automotive Industries 
Automobile Trade Journal and Motor 















cerely and effectively. Age 
u Motor World Wholesale 
th . ~ . . . ‘0 rcial Cz al and 
: ERE are thirty such publications and oe oer eee 


service units of the United Business Pub- 
lishers, Inc.—each a welcome, invited guest of 
the leaders in the industry which it serves, carry- 
ing messages through the doors and into the con- 
fidence of the men who keep billions of dollars 
worth of merchandise in motion. No whisper- 
ing to the multitude here—but straight-out, 
friendly, helpful contacts with the men who 
count. 


BVIOUSLY, there are times when the 

multitude—the ultimate consumers—must 
be reached. But, when the leaders who keep the 
billions in motion should be spoken to—go to 
them by the most direct medium, their trade 
publications. 


HESE publications of the U. B. P. are 

backed by an organization whose consum- 
ing purpose is to see More Merchandise in Mo- 
tion—and More Merchandise Sold Right. Use 
the unexcelled facilities which these publica- 
tions and services provide up to the very limit 
of their ability to serve you. 


PUBLISHERS, INC. 


NEW YORK Ms. F-« 


PRESIDENT Cc. A. MUSSELMAN, VICE-PRESIDENT 
F.C. STEVENS, TREASURER 


Automotive Industrial Red Book 
Chilton Automotive Multi-Guide 
Chilton Aero Directory and Catalog 


















OIL 
Oil Field Engineering 
Chilton Petroleum Handbook 


















TOYS 
Toy World 










PLUMBING AND HEATING 


Sanitary and Heating Age 














WAREHOUSING 


Distribution and Warehousing 









LUMBER 


National Lumberman 





INSURANCE 
The Spectator 
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BAROMETER 


Business Changes 


-North Park Booterie, 
boots and shoes ; 


ILLINOIS — Chicago - 
Inc. (32441% Bryn Mawr Ave.) ; 
inc. authorized capital $10,000. 

Marine—lIllinois Shoe Co.; manufacturers ; 
moved to St. Louis, Mo. 

River Grove.—Nick Moch (8344 Grand Ave.) ; 
boots, shoes, etc.; sold to Stanley Paproeky. 

LOUISIANA — New Iberia — Schwing & 
Carstens ; boots and shoes; partnership dissolved ; 
succeeded by Chas. J. Carstens. 

MASSACHUSETTS — Andover — The Richard 
Shoe Co.; manufacturers; name changed to 
Claremont Shoe Co. 

Haverhill—Rickard Shoe Co., 
ine. authorized capital $250,000. 

Lynn—S. R. Callahan Co., Inc., 
turers; inc. authorized capital seso 000. 

MICHIGAN—Detroit-—Greater Value Stores; 

ts, shoes, etc. ; inc. authorized capital $50,000. 

Flint—Boston Shoe Market Co.; boots and 
shoes; inc. authorized capital $75,000. 

MISSOURI — Salisbury — Berry & Ballew; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by Glenn Berry. 

NEW JERSEY—Newark—Walk for Health 
Association of America; manufacturers health 
trees footwear; ino. authorized capital 


re- 


manufacturers ; 


manufac- 


(“Young Shoes’’) ; 
suc- 


& Schechtman 
shoes; partnership dissolved ; 
ceeded by Simon Yanowitz. 

Rahway — Samuel Miller 
boots and shoes; deceased ; 
Miller. 

NEW YORK—Brooklyn — Raymann Bootery, 
Inc.; boots and shoes; inc. authorized capital 
$20,000. 

Hempstead—Samuel Cohen Shoe Store; boots, 
shoes, etc.; inc. authorized capital $10,000. 

Mayville— Morton & Balcom; boots, shoes, 
etc.; succeeded by Clarence W. Balcom. 


OHIO—Columbus—O. W. Jennings Shoe Co. 
(2036 Westover Road) (Upper Arlington) ; boots, 
shoes, etc.; inc. authorized capital $10,000. 

Piqua—Albert M. Yontz; boots and shoes; 
ported sold out to Mrs. Clara Nasner. 

Toronto— Economy Shoe Store (Slifkin & 
Sacks); boots and shoes; partnership dissolved ; 
succeeded by Raymond Sacks. 

PENNSYLVANIA — Beaver Falls— Louis J. 
Ragosin (“John Ward Stores’’); boots, shoes, 
etc.; removed to Shelby, Ohio. 

Newcastle—D. H. Long; boots and shoes; 
ported selling or sold out. 

WISCONSIN—Milwaukee—Walker Shoe Store, 
Inc.; boots and shoes; incorporated. 


Yanowitz 


boots and 


(119 Main St.); 
succeeded by Yetta 


re- 


re- 





Failures, Embarrassments, Etc. 


ALABAMA — Bay Minette —J. E. Kahalley 
(“Quality Store’); boots, shoes, etc.; reported 
petition in bankruptcy. 

CALIFORNIA—Coalinga—C. E. Halliburton; 

ts, shoes, etc.; reported asking general ex- 
tension. 

Los Angeles—Service Shoe Co. (4514 and 5331 
8S. Broadway); boots and shoes; reported as- 
signed. 

San Pedro—Theodore Schultz; boots, shoes, 
etc.; reported called meeting of creditors for 
May 2. 

FLORIDA—St. Petersburg—M. Gordon (‘The 
Bootery’”’); boots and shoes; reported petition 
in bankruptcy. 

GEORGIA—Macon—Georgia Wholesale Manu- 
facturing Co. (Lee’s Dep’t Store”); boots, shoes, 
ete.; reported petifion in bankruptcy. 

ILLINOIS — Blue Island — Blue Island Shoe 
Mart, Inc.; boots and shoes; reported petitioned 
in bankruptcy. 

Chicago—Jacob Cohen (366144 W. Grand Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

S. A. Epstein (326 E. 43rd St.) ; boots, shoes, 
ete.; reported petition in bankruptcy. 

A. Spitz (‘Richmond Tailors and Men’s Fur- 
nishers’’) ; (2984 W. Grand Ave.) ; boots, shoes, 
etc.; reported assigned. 

Forest Park—Fred E. Carn (‘Forest Park 
Bootery’’); boots and shoes; reported assigned. 

INDIANA — South Bend—E. F. Herbster; 
boots and shoes; reported petition in bankruptcy. 

IO0WA—Moulton—Morrow Shoe Co. (not in- 
corporated) ; boots and shoes; reported assigned. 

KANSAS—Fort Scott—Palace Booterie; boots 
and shoes; reported petition in bankruptcy. 

Yates Center—J. L. Shanahan (‘The Tog- 
gery”); boots, shoes, etc. ; es petition in 
bankruptcy ; reported receiver appointed. 

KENTUCKY — Fulton — Khourie Brothers ; 

, Shoes, etc.; reported assigned 

LOUISIANA—Monroe—John Sheffield; boots, 
shoes, etc.; reported petition in bankruptcy. 

LOUISIANA—New Orleans—Michael M. Syret 
(184 S. Rampart St.) ; boots and shoes; reported 
petition in bankruptcy. 

MAINE—Biddeford—John B. DeLorge; boots 
and shoes; reported assigned. 


Lewiston—E. LeBlanc & Co.; shoes, clothes, 
ete.; reported petition in bankruptcy. 

MARYLAND—Cambridge—Sibbett-Finley Co. ; 
boots, shoes, etc. ; reported receiver appointed. 

MASSACHUSETTS—Boston—Samuel Sandler 
(22A Hancock St., Dorchester); shoes and re- 
pairing ; reported assigned. 

Malden—Gunnerson, Inc.; boots 
reported petition in bankruptcy. 

Northampton—Morris Segal (202 W. 14th St.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Worcester—Lincoln Clothing Co. ; boots, shoes, 
etc.; reported assigned. 

NEW JERSEY—Lakewood—George C. Miller 
(Miller’s Shoe Shop) ; boots and shoes; reported 
offering to compromise at 25 per cent. 

NEW YORK — Brooklyn — Leader Shoe Co., 
Inc. (221 Powell St.); shoe manufacturers; re- 
ported called meeting of creditors for May 1. 

Clyde—Michael A. Fisher; boots and shoes; 
reported offering to compromise at 50 per cent. 

Freeport (also Valley Stream)—Popular Shoe 
Stores, Inc.; boots and shoes; reported called 
meeting of creditors for May 1. 

New York City—Hyman Goldstein; boots and 
shoes; reported called meeting of creditors for 
April 29. 

William Goldstein Shoes, Inc. (127 Spring 
St.) ; shoe manufacturers; reported called meet- 
ing of creditors for April 30. 

Syracuse—Harry J. Surber 
St.); boots and shoes; reported petition 
bankruptcy. 

NORTH CAROLINA—Chapel Hill—Pritchard- 
Patterson, Inc.; boots, shoes, etc.; reported 
petition in bankruptcy. 

Rocky Mount—Leon K. Timberlake; boots, 
shoes, etc.; reported petition in bankruptcy. 

OHIO—Barberton—Homer L. McDonald (Mc- 
Donald Shoe Co.); boots and shoes; reported 
petition in bankruptcy. 

Lorain-—H. Dishman (‘‘Ohio Dry Goods Co.’’) ; 
boots, shoes, etc.; reported petition in tk 
ruptcy. 

Portsmouth—M. FE. Taussing; 
etc.; reported receiver appointed. 

OKLAHOMA—Sapulpa—The Best Shoe Co., 
Inc. ; boots and shoes; reported petition in bank- 
ruptcy. 


and shoes; 


(472 N. Salina 
in 


boots, 


shoes, 
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PENNSYLVANIA — Connellsville — Charles 
David Mervis; boots, shoes, etc.; reported peti. 
tion in bankruptcy. 





New Shoe Dealers 


Chicago, Ill.—Lois-Mae Sister & Brother Shop, 
3412 Lawrence Ave. 

Paintsville, Ky.—J. H. Pelphrey. 
Pittsburgh, Pa.—Sorosis Shoe Store, Jer 
Arcade. 

Chilton, Wis.—Johnson & Hill Co. 

Dover, Del.—Vogue Boot Shop, Inc. 
Detroit, Mich.—-Kurtzman Bros., Inc. 
PO eae Mont.—-Bossler’s Store, 125-27 
t. 


Ins 


Main 


Jackson, Miss.—Franklin’s, 110 W. Capito! § 

Columbia, S. C.—The Fashion, 1425 Main St. 

Poole, Ky.—Oliver Hurley. 

New York, N. Y.—Julius 
Corp. 

New York, N. 
Kings. 

_anenee, Ind. 


Grossman Stor 
Y.—Noumoff & Berg Shoe (Co., 


Walter Patrick, 207 S. Main 


Me Vernon, N. Y.—Jack J. Silbor, 106 S. 4th 
"eeu Kan.—Primm Dry Goods Store. 
Cambridge, Mass.—The Porter Square Bazaar, 

2033 Mass. Ave. 

York, Pa.—Hubb Clothing Store, George 

King Sts. 

Belle Center, Ohio—Fred Shellenberger, 
and Elizabeth Sts. 
Croton-On-Hudson, N. Y.— Croton General 

Merchandise Store, Inc. 

- Newark, N. J.—Zaitz Shoes, Inc., 
e. 


and 


Main 


790 Broad 

Madison, Wis.—Julin Shoe Co. 

Sulphur, 8S. D.—Car! E. Settle. 

Mt. Victory, Ky.—Carl Hyden. 

Woburn, Mass.—B. H. Wynne. 

Oswego, N. Y.—Frederic Conde, Inc. 

Ava, Ill.—Kugman Bros. & Co. 

Kalamazoo, Mich.—A. W. Johnson Co., 
W. Main St. 

New York, N. Y.—Kulfan & Agrest, Inc. 

Moorhead, Minn.—W. G. Woodward, Inc., 
Center St. 

Camden, 8S. C.—J. J. Newberry Co. 

Aberdeen, S. D.—Golden Rule Store. 

Hollidays Cove, W. Va.—Wm. L. McLay, 
Longo Bldg. 

Fresno, Cal.—W. T. Farley, 1228 Fulton St. 

New Brighton, Pa.—W. S. Brown, 3rd Ave. 
and 9th St. 

Kittanning, 
St. 


120 


622 


Pa.—Gordon’s, 141 S. Jefferson 
Cambridge, Ill.—Fred Johnson, Jennings Bldg. 
Hazleton, Pa.—Oscar Aronson, Inc. 

New York, N. ¥Y.—Mach’s Sample Shoes, 6906 

Bay Parkway. 

Fullerton, Neb.—Roberts & Greene. 


La Habra, Cal.—R. L. Menasco Co., 
E. Central Ave. 

Davenport, Iowa—Earl W. Corbin & Co., 217 
Harrison St. 

Roslindale, Mass.—Parke Snow, Inc. 
Ashland, Kan.—Primm Dry Goods Store. 

Baltimore, Md.—A. S. Beck Shoe Corp., 22 W. 
Lexington St. 

Earlimart, Cal.—Ormond W. Bryan. 

Hillman, Mich.—Jess M. Velder. 
. Detroit, Mich.—Park Shoes, Inc., 16 Witherell 
et. 


Inc., 118 


Flint, Mich.— Boston Shoe Market Co., Genesee 
Bank Bldg. 


Oroville, Wash.—C. E. Blackwell & Co. 


Nampa, Idaho—Buster Brown Shoe Store, 12th 
Ave. and 2nd St. 
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» and 
Main 
neral 


Broad 


| ed male shoe customer 
is a prospective customer 


for a brush and dauber ... 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
| Feature Repco Brushes 
rson i“ al and Daubers and in- 
Bidg. 


crease your profits. 





Ave. 


6906 





For Sale by 
Shoe Findings Dealers 











United Shoe Machinery Corporation 


BOSTON, 


MASSACHUSETTS 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











5 Men to Sell 
Children’s Shoes 


One for New England; one for 
N. Y. and Pa.; one for Middle 
West; one for Iowa west; one for 
South. Interested only in men 
who can sell QUALITY Goodyear 
Welts, in volume. Line has many 
distinctive and exclusive features 
with unique advertising coopera- 
tion and merchandising presen- 
tation. Liberal arrangements. 


Address B-791, care Boot and 
Shoe Recorder, Republic Bldg., 
State and Adams Sts., Chicago, 
Ill. 





X-RAY 
SALESMAN WANTED 


The growing demand for X-Ray 
Shoe Fitters among the more pro- 
gressive shoe men necessitates im- 
mediate additions to our selling 
force. An exceptionally attractive 
eastern territory is now open. Every 
merchant who lays claim to up-to- 
date methods and efficient service 
promptly equips his store with an 
X-Ray machine. All patent rights 
held exclusively by this firm. No 
competition. Give full details in 
first letter. Address: X-Ray Shoe 
Fitter, Inc., P. O. Box 92, Milwaukee, 
Wis. 








Traveling Shoe Salesman 


One with large following with ladies’ novelt; 
shoes to handle strong selling line of shoe 
ornaments as side line. Commission basis 
excellent opportunity for right party. 
references and exact territory covered, 1 
letter. All territories open. 
Address 8749 care of Boot and Shoe Re- 
239 «W. 39th St, New York City 


er, 








SALESMAN WANTED 


Several territories open to sell low pricy 
attractive LINE OF INFANTS’ TUR) 
SHOES carried in stock—Liberal con 
mission—State territory covered and se! 
references in first letter. Address 
DEVOLDER BROS., 206 
Street, Boston, Mass. 


Essex 











ginia and Maryland. 


mobile. 


years’ road experience. 





SALESMAN WANTED 


for Pennsylvania from Harrisburg west and portion of West Vir- 


Prefer a man who lives in the territory and 
who is now selling women’s shoes, covering the territory by auto- 


“Should be around 35 years of age and having had at least five 


THE KRIPPENDORF DITTMANN COMPANY 


Cincinnati, Ohio 








ALESMEN!—Sell “Ye Qualitie” Beautiful 

Baby Shoes. Attractive commissions. State 
territory and references. Sullivan Baby Shoe 
Manufacturing Co., 14 Edmonds Street, Roches- 
or, N. ¥. 





WANTED—Live wire salesmen for fast sell- 

ing line of women’s novelty shoes, retailing 
$4.00 to $6.00, carried in stock in widths. Lib- 
eral commission with weekly advance against 
orders. No objection if carried with another 
non-conflicting line. Give references in apply- 
ing. The following territories open—IOWA, 
NEBRASKA, ALABAMA, MISSISSIPPI, 
TENNESSEE, ARKANSAS, TEXAS.  Ad- 
dress B-803, care Boot & Shoe Recorder, Re- 
_ Bldg., State and Adams Sts., Chicago, 


ALESMEN wanted to carry a complete line 

of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw 
ford Ave., Chicago, it 





ALESMEN to sell in stock line of McKay 

novelties. Commissions paid weekly. State 
References in application. Address B-797, care 
Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





S ALESMEN WANTED—Experienced sales- 

men for retail shoe store, preferably age 25 
to 30, to cover tourist period middle June to 
September, with possible permanent opening. 
Write giving references to Broadhurst-Young 
Shoe Company, Denver, Colorado. 


S ALESMEN WANTED — Experienced, 
carry side line of staple and novelty house 
slippers, soft and hard soles for men, women 
and children, ten day delivery commission and 
bonus on monthly settlement basis. Big money 
for right parties. State reference and territory 
covered. Address B-766, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
a Ee 


Experienced salesmen to s« 

commission forty styles Special I: 
Women’s Arch Support Footwear carrie 
stock. Territories open: Alabama, Wisco: 
Minnesota and North Dakota The Till 
Company, Owego, N. Y. 


W ANTED 





ALESMAN-—-A manufacturer of mediu 
high grade stitchdown shoes offers a 
did opportunity to live salesman with 
developed territory who wishes a_ side 
Straight commission basis. Give references 
territory covered in first letter. Address B 
care Boot & Shoe Recorder, 239 West 

Street, New York, N. Y. 





POSITION WANTED | 





HOE BUYER—Fully experienced in m 

women’s and children’s shoes, 27 years 
Now connected with large department stor: 
assistant buyer of shoe department d 
$250,000 annually, desires position with det 
ment store located in middle west or 
Excellent references. Address B-806, care B 
& Shoe Recorder, 239 West 39th Street. > 
York, N. ¥ 





mum charge 7 


be counted. 





a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
In all other cases each word of the address should 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
ow Advertisements for this page must be in our New York office on Friday of the week preceding publication O 
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MERCHANTS’ NEEDS 


POSITION WANTED FOR RENT 











OSITION WAN TED—Experienced manager OR RENT—Property ideally located on 
Fon | yuyer of high grade family shoe store, Eighth Avenue in the Forties in the heart of Y BOWS 
now employed. Desires to connect with reliable the Times Square district. Very desirable for VANIT 
frm. -\ddress B-804, care Boot & Shoe Re high class shoe store. Special inducements to 
corder, 239 West 39th Street, New York, N. Y. a reliable chain store. Address B- 799, care 
Boot & Shoe Recorder, 239 West 39th Street, 

New York, N. ; 








Shoe Manufacturer’s 
Executive _ WANTED TO PURCHASE 


Women’s Welts, McKay ia Successful With the Trade 


or Turns If you contemplate selling your Since 1910 


entire or surplus stock com- With the increased oe -¥- for 
: s ‘ leather shoe ornaments, the service 
in all branches of administration. municate with us. Prompt at of a specialized bow manufacturer 


Wide acquaintance among the lead- tention given. becomes essential. 


buyers and department store KIRSCH-BLACHER CO., INC. Our fall samples, ready for your in- 


spection, will be sent on request. 








Competent, thoroughly experienced 


ing 
associations. Can increase sales. 624 Broadway New York 
Recognized as authority on style Phone Spring 1443 Our fall line consists of bows for 
trend Trained in costs, econom- ladies’, misses’, and children’s shoes. 
ics, system, production planning, 


styling, sales promotion, sales ; nen . 
management and selling. We are open to VANITY NOVELTY WORKS 


Services are offered for any or all BUY FOR CASH 1261 Atlantic Ave., Bklyn., N. Y. 
of above branches, where remu- retall stocks of SHOES—GENERAL MER- 

neration will be based only on CHANDISE — Unexpired leases assumed 
sana POSTER @ DEUTSCH 
Address B-790, care Boot and 436 Grand St., New York City 
Shoe Recorder, 239 W. 39th St., Phone Dry Dock 0352 

New York, N. Y. 





We sell to manufacturers only. 














ESTABLISHEO 


LABELS 


TO BE SURE YOU RECEIVE | and 


FOR SALE for your etal odds and ends, entire 1 SHOE CARTONS 
— or surplus stocks, ask us for our | 

(Estab. 40 years.) Cash transactions. EXCLUSIVE BUT NOT EXPENSIVE 
OMEN’S novelty shoe store; very good for SAMPLES UPON RIQUEST 

5 proposition; on the Main Street, Export Surplus sgl . Inc. 

. N. J.; will sell with or without stock, 596 Broadway, New York, N. Y. 

t sickness; cheap rental. Address B-801, Telephones Canal 6874 and Canal 6655 

Boot & Shoe Recorder, 239 West 39th | - 

Street, New York, N. Y. |} 23> 27) LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 

SHOE CARTON & LABEL MFCS 






































FOR SALE BUSINESS OPPORTUNITY 


An exclusive ladies’ shoe department 
gs a — of a grade 
shoes, locate n southeastern Kansas; "AT? r _— ISINEEe Pp " 
population 20,000; established business; le SAe PASS 4 oot en te 
good lease, new fixtures. Reason for -hepcamenategtigg : — gp cents 05 = 
selling, ill health, Address B-S05, income in service fees. A new system of 
care Boot and Shoe_ Recorder, foot correction; readily learned by any- 
239 W. 39th St., New York, N. Y. one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
AMILY shoe store for sale. Outstanding or soliciting. Address Stephenson Labora- 
opportunity in Oklahoma. Hundred per cent tory, 21 Back Bay, Boston, Mass. 
location Established over ten years. Fair 
Rent. Reasonable terms. Address B-800, care 
a & Shoe Recorder, 140 Federal St., Boston, 
Mass. 


























FOR SALE 


Chairs for Shoe stores at wonderful low 
prices. Spring cushion upholstered chairs 
ani also veneer chairs. These are all 
ane =e of finest quality. Write us 
today for exact photos stating number . = j i ’ i ° 
“ed chairs Someret._ Oulet shipments can This good looking, — 
e made. SMEL SEATING COM- i i > 
PANY, 702-704 West 26th St., F a : fortable chair will help 
cago. —_—, = i 
~se you create a stylish, 


inviting atmosphere in 
OR SALE—Family shoe store in a city of 1 
your shoe store. There 


90,000 population in Massachusetts. 100 


per cent location. Doing yearly $65,000. Will | 4 
reduce stock to suit buyer. Address B-798, care wmade 4 are many other attrac- 


Boot & Shoe Recorder, 140 Federal St., Boston, . tive styles also 
4 > . 


Mass 
HEYWOOD-WAKEFIELD 
933 ARCH ST. Baltimore Los Angeles 


For Sale—Shoe Store Becton New York 


pg ne Ry pity heyy PHILADELPHIA, PA. r Buffalo Philadelphia 
Fix ‘luded. tore room ' Chic Portland, Ore, 
at $115 per month, or sell buildicg which ARE BUSINESS GETTERS - a cee 


contains 9 dwelling rooms and bath. 
Moog Shoe Co., Harrisburg, Pa. SEND FOR CATALOG 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








THE HECHT FIXTURE CO. 


233 South Wells St. 
CHICAGO 


This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 


Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 

Send for Samples 
Window Fabrics 
and Valances 
Everything in Fix- 
tures 





TILTS ATANY ANGLE 


$2.75 Half Gross 


@uaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Me. 














Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLAOCK 
140-142 West Broadwa 
Betabushed 1903 New York 











POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merohandiee at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
603 Broadway New York City 








WOVEN 
OF N= RS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


2Z9W 3474 ST. NY.C 
ae telal & WISCONSIN fon i>1@) 





STEEL ADVERTISING 
COMMODITIES for 


CREATING 


Button Hooks 
Boot Hooks 
Shee Horns 
Put Back (soap- 
stone) Shakers 
Window Reachers 


Migete Mendio §=— window Hooks Ne Beauty 
J. L. SOMMER MFG. CO. §t- 
NEWARK NEW JERSEY 


LARGEST MANUFACTURERS IN THE WORLD 








ue Milbradt 
7 Rolling Step Ladders 
g| Mmable you to reach your 
highest shelves convenient- 


* They last a lifetime 
and 


—— > any style, 
pe or size to fit any 
=| kind of shelving. 


; us suggest the 
=ibest ladder for your use. 
Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 











BLANCO 


KEEPS WHITE SHOES 
WHITE 

In tubes ready for use or in 
cake form 


LAING HARRAR &2 CHAMBERLIN 
43 WM. Srd St, Philadelphia 
SOLE AGENTS FOR THE Osthan STATES 











vereine for Your Windows 
uturistic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Seenes, Velour Papers, 
Berders, Ribbon Borders, Deserative 
Pa Puffing, Folls, Filtters, Valences, Drap- 
ng aterial, Grass Mats. Send fer Fancy 
Booklet. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











— 


) SPECIALISTS 
DT PRINTERS. DESIGNERS AND ENGRAYEESE) 


\| THE AMERICAN PRINTING ¢° LABEL C0 | 
SI 314-316 E.12th St, CINCINNATI. OHIO. 


i a a nL aes hn 
| tee now fot Samples | 


| als SHOE CARTON LABEL | 








B. F. Goodrich Moves to 
New Office in Boston 


Boston, Mass.—The New England 
Footwear Division of the B. F. Good. 
rich Rubber co., has moved from its 
old quarters on Atlantic Avenue, near 
the South Station, to 109 Brookline 
Avenue, near Kenmore Square. The 
building now occupied is that formerly 
used by the Willys-Overland Company, 
An announcement of the move, sent 
out by Manager Irving Wood, says 

“This move is made in order to more 
quickly and efficiently serve the thou- 
sands of Goodrich dealers in New Eng. 
land with Goodrich rubber and canvas 
footwear. Our new warehouse at this 
location will cover a larger area located 
on one floor with complete arrange- 
ments to facilitate the prompt handling 
of all shipments.” 


Spat Firm in Larger Factory 


CINCINNATI—The W. W. Warner 
Mfg. Co., Cincinnati, has moved its 
factory and offices from 217 East 8th 
Street to 317 Sycamore Street. This 
concern makes a complete line of 
spats. The new factory has a capacity 
that is more than double that at the 
old location. Mr. Warner feels that 
1930 will be an active spat year. 


Historic Shoes Draw Crowds 


RocHESTER, N. Y. (UTPS)—Taking 
advantage of a United Shoe Machinery 
Corporation exhibit of ancient and his- 
torical shoes at Memorial Art Gallery 
here, B. Forman Company drew thou- 
sands to its downtown store last week 
with a contrast display of the bor- 
rowed relics against a background of 
modern footwear. 

The feature was recognized as a 
news story by newspapers. In addi- 
tion, hundreds of school children and 
their parents were attracted to the 
store through word of mouth informa- 
tion. The exhibit showed graphically 
the evolution of 500 years of shoes 
down to the present day. 


W. D. Hannah to Discontinue 
New York Office 


New YorK—The W. D. Hannah Shoe 
Co. has recently announced that their 
office and stock room, located at 131 
Duane Street, New York City, for the 
past 22 years, will be discontinued this 
month and that all business will be con- 
ducted direct from their factory in 
Newburyport, Mass. 

After June 1 the Crescent Shoe (o. 
of 159 Duane Street will occupy the 
W. D. Hannah Building. 
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Every Golfer Is Your 


Add this Profit 
Making Sandal to 
your Line and In- 
crease Your Store’s 
Prestige! 

Gold Seal Sandals 
are popular for beach 
and gym wear, as well 
as in the locker room. 
IN STOCK f 
Buy frequently but @ 
sparingly, and make long 
profits from our all year 
round stock. 


approval. 


$11.50 per doz. 


ON APPROVAL: One doz. assorted sizes shipped on ten days’ 


GOLD SEAL, 722 Broadway, New York City 


Prospect ! 
$8. _ 
RETAILERS 


“Athlete” Commpneeins hast 








54 








—— 


New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for May Ist de- 
livery of the new and revised Shoe and Leather 
This handy book of the trade is in its 
sixth edition, over 100,000 copies now in use. 


Lexicon. 


Price 50 cents. 


Boot and Shoe Recorder 
New York, N. Y. 


239 West 39th St. 


Name Committees for Pacific 
Northwest Convention 


PoRTLAND, OrRE.—Plans for the third 
annual convention of the Pacific North- 
west Shoe Retailers’ Association, to be 
held June 16, 17 and 18 at Seattle, are 
practically "complete, according to 
Edward L. MacLean, secretary of the 
organization. Many shoe travelers have 
made reservations for show rooms in 
the Olympic Hotel. 

The following committees are 
charge: 

Reception Committee—Jack Conrad, 
chairman; C. . Ames, William E. 
Cotter, William Shively, E. S. Van 
Buskirk. 


Entertainment Committee — Steve 
Wochos, chairman; Trace Peters, Fred 
C. Wells, Donald T. McDonald, T. E. 
Ward. 

Program Committee— Harry Per- 
kins, chairman; W. C. Jones, Victor 
~ ee Joseph Hilton, Joseph Po- 
ra 

Automobile Committee—L. J. Coe, 
chairman; J. Harry Kane, 

Thorpe, Ss. L. Bacon, H. D. Mills. 

Publicity Committee—Carl Douglas, 
chairman; Max H. Block, V. E. Ridge. 

Golf Committee—George Buck, chair- 
man. (Complete committee to be named 
later.) 

Registration Committee — Robert 
Duncan, chairman; Cress Phillips, 
Everett Nordstrom. 

Transportation Committee—Charles 
L. Deming, chairman; Russell Horton, 
L. A. Friedlander. 


in 
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INSURED SHOES 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


C. S. GIBBON CO., Inc. 
No. 4th St., 


= 


$8.50 
RETAILERS 


BLACK KID 
FIVE EYELET TIE 


MATT KID 
CUT OUT SADDLE 





Phila., Pa. 











Greeley’s House Slippers 


A. W. GREELEY 


12 Duncan St., Haverhill, Mass. 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 





aA 





Housing Committee— Ben Critzer, 
chairman; F. H. Slasor, Elmer Nord- 
strom, John Burns. 

Advisory Committee — George Tur- 
rell of Seattle, chairman; James A. 
Lawrence of Portland, Roger Manning 
of Everett, James Marlatt of Aber- 
deen, Earl McLaughlin of Walla Walla, 
Lloyd Hill of Spokane, H. G. Ingledew, 
Vancouver, B. C.; Chris Christiansen 
of Wenatchee, John Wilkinson of Bel- 
lingham, Robert P. Allen of Tacoma, 
W. CG. Backeberg of Longview, L. E. 
Lincoln of Boise, I. A. McDowell of Al- 
bany, Robert Winston of Spokane, A. Y. 
Dram of Portland, Parker Barrett of 
Walla Walla, Fred Gamer of Butte, 
Chester E. Smith of Eugene, Mark 
Yeackel of Yakima. 


Chicago Shoe Dealers Win 
Bowling Prizes 


CHIcAGO—The Retail Shoe Dealers 
Bowling League of Chicago, Class of 
1929-30, held its commencement ex- 
ercises Thursday evening, May 1, at 
The Press Club, with between two 
and three thousand dollars in cash 
prizes, not to mention loving cups, golf 
balls and other coveted trophies being 
presented in lieu of diplomas to the 
students of the spare and strike. 

The league consists of twelve teams 
from the downtown shoe trade. These 
teams finished in the following order: 
Van’s Arch-O-Pedic; Peacock’s 
Women’s Shoes; Nunn-Bush Men’s 
Shoes; Ground Gripper Shoes; Walk- 
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Shoes; French-Shriner-Urner 
Regal Shoe Co.; Metz Men’s 
Chas. A. Stevens’ Women’s 
F. E. Foster Co.; M. L. Roths- 
childs Men’s Shoes and Cutler Shoes. 
The individual high honors’ were 
awarded Grand Bessette, with Chas. A. 
Stevens & Bro. 

Carl Meisel, proprietor of The Bee 
Hive Shoe Repairing Co. and founder 
of the bowling league, was reelected 
president as were Secretary A. G. 
Isaacs, with the “Walk-Over” store 
and Treasurer 0. C. Ruhmann, Chicago 
manager of the Regal Shoe Co. Grand 
Bessette was elected vice-president. 


Over 

Men’s; 
Shoes; 
Shoes; 


Two New Agencies for 
Products of Respro, Inc. 


PROVIDENCE, R. I.—Respro, Inc., of 
this city, announce the addition of two 
new distributing agencies for Dura- 
kalf, Tufsta and other products. A. G. 
Mooney, Ltd., of 361 St. Paul Street, 
West, Montreal, will act as Canadian 
representative and distributor, and 


Luther S. Newell, 40 North Fourth 
Street, Philadelphia, will act as Phila- 
delphia representative and distributor. 
These are in addition to already estab- 
lished agencies in New York City, St. 
Louis, Cincinnati, Milwaukee, Roch- 
ester, Haverhill, Leicester, England; 
Frankfurt am Main, Germany; and 
Vienna, Austria, in all of which places 
adequate stocks are now carried. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “‘more” but “right”; sold for the 
right purpose, to the right wearer, in 
the righi fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor ann 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Il.... 


Barney’s, New York City 

Bass, G. H., & Co., Wilton, } 
Biarritz Sandals, New York City 
Blog Shoe Co., Inc., New York City 
Broo':s Shee Mfg. Co., Phila., 
Burkley Shoe Co., Brockton, Mass. 


Capezio, New York City 
Carter, J. W., Co., Nashville, Tenn...... 
Chase, W. S., & Sons, Haverhill, Mass... 


Churchill & Alden Co., Brockton, M2ss. 
4th Cov 


Clarp. Edwin, & Sons, Inc., E. Weymouth, 


Colt-Cromwell Co., New York City 
Converse Rubber Co., Malden, Mass.. 


Curtis, Stephens-Embrv Co., Re-ding, Pa.16- 


De'men Shoe Salon, New York City. . 
Doro’ hy Dedd Shoe Co., Boston, Mass. 
Drttenhofer, Sanley, Shoe Co., Cincinnati, 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Flam. F. S., Shoe Co., Rochester, N. Y... 
Emerson Shee Mfg. Co.. Rockland, Mass. . 
Evans, L. B., Son Co., Wakefield, Mass... 


Gibbon, C. S., Co., Phila., Pa 

Gold Seal, New York City 

Golo Slipper Co., New York City 

Goodrich, B. F., Rubber Co., Akron, Ohio. 22- 
Goodwill Shoes, Holliston, Mass.......... 


Greeley, A. W., Co., Haverhill, Mass.... 
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77 


72 
66 
70 
74 


52 
23 
82 
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How TO CREATE BETTER BUSINESS. . 
STYLE TAKES A NEW DIRECTION.... 


DYNAMIC DETROIT WINS ITS Way.. 


PLANTING A SEED TO MAKE MILLIONS 
SHOE MINDED 
THE VOICE OF THE RECORDER 


SURVEY OF RETAIL INVENTORIES.... 


THE BUSINESS CRIME CouURT 


SELLING SEASON THROUGH SHOE 
WINDOW ATMOSPHERE 


SHOE Ap-VISOR 


SMALLER CARRYOVER OF RUBBERS... 


THE TRAVELING SHOE SALESMAN... 


NEWS 0’ SHOES 


By Arthur D. Anderson, Editor 
Paris Fashions for Fall 
Plans for Next N.S. R. A. Con- 


vention 


Real Significance of Foot Health 
Week es eee 


Opinions by the Editor 


N.S. R.A. Educational Depart- 
ment Analyzes Reports...... 


By Harold Whitehead 


How One Shoe Store Does It.. 


Concrete Ideas for Summer 
Sales Building 


Government Analysis of Retaii 
Stocks 


News of the Road 
What’s Doing Everywhere.... 


Changes, Embarrassments, New 
<j 
Stores 


Hamilton Brown Shoe Co., St. Louis, M 20 


Hood Rubber Co., Watertown, Mass. 
Front Cover 


Hurley Shoe Co., Rockland, Mass.. 57 


Ideal Baby Shoe Co., Danvers, Mass 


Johnson, Stephens & Shinkle Shoe Co.. »: 
Louis, Mo. 2nd Cover 

Johnston & Murphy, Newark, 

Juvenile Shoe Co., Aurora, Mo 


Kendall Shoe Company, Haverhill, Ma 
Kozy Komfort Shoe Mfg. Co., Milwa 
Wi 


Lancaster Shoe Co., Elizabethtown, P 
Maize Shoe Co., Rochester, N. Y. 
Malott, H. F., Shoe Co., Chicago, I!! 
Menihan Co., The, Rochester, N. Y 
Minor, P. W., & Son, Inc., Batavia, N 
Musebeck Shoe Co., Danville, Ill.... 
Norridgewock Shoe Co., Inc., Norri 
wock, Me. 
Nettleton, A. E., Syracuse, 


Old Colony Shoe Co., Brockton, Mas 
Packard, M. A., Brockton, Mass.... 
Paristyle Footwear Mfg. Co., Inc., 
York City ee 
Pilling, John, Shoe Co., Lowell, Mass 
Pontiac Shoe Mfg. Co., Pontiac, Iil. 
Reece Wooden Sole Shoe Co., Colum! 
Neb. 
Reynolds, Bion F., Brockton, Mass.. 
Richards & Brennan Co., Randolph, M 


Sachs & Vigorith, Inc., Cincinnati, O 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minr 
Smith, Wm. Sumner, Chicago, IIl.. 
Stacy Adams Co., Brockton, Mass.... 
Star Footwear Mfg. Co., Phila., Pa. 
Stern, R., Company, New York City 
Swan Shoe Co., [B:ltimore, 


Vitality Shoe Co., St. Louis, Mo.. 


Wolff-Tober Shoe Co., St. Louis, 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass...... 
Amalgamated Leather Cos., Phila., Pa 
American Salpa Corp., New York City 


Barbour Welting Co., Brockton, Mass 


Creese & Cook Co., Boston, Mass.. 


Davis Box Toe Co., Brooklyn, N. Y 
Evans, John R., & Co., Camden, N. J 


Foerderer, Robt. H., Inc., Phila., Pa 


Goodyear Tire & Rubber Co., Akron, O} 
Graton & Knight, Worcester, Mass.. .3rd ‘« 


Hale, Alfred, Rubber Co., 


Mass. 


Hood Rubber Co., Watertown, } .— 


I. T. S. Co., Elyria, Ohio 
Kepner, C. D., Co., Boston, Mass.. 
Lima Cord Sole & Heel Co., Lima, O! 


Seton Leather Co., Newark, N. J.... 
Surpass Leather Co., No. Phila., Pa. 
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Our Advertisers In This Issue 





STORE EQUIPMENT SHOE ORNAMENTS 
Hy-Grade Slipper Co., New York City.... 
Co., 


Vanity Novelty Works, Brooklyn, N. Y.... 


SHOE 


American Seating Co., Chicago, Ill 
B k Device, Syracuse, N Reynolds Providence, R. 
rannoc > racuse, N. 


Dave's Display Decorations, New York 
City 


Detroit Show Case Co., Detroit, Mich SHOE ACCESSORIES 


Flexlume Corp., Buffalo, N. Y Imperial Spat Mfg. Co., Denver, Colo.... 
Lyons & Co., New York City 


Goodwin, C. L., & Co., Inc., Worcester, 


Manolis Mfg. Co., Chicago, Il] 


Hecht Fixture Co., Chicago, Il Paul & Beekman Mfg. Co., Phila., Pa 


Heywood-Wakefield Co., Wakefield, Mass.. Rauh, S., & Co., New York City.. 


Scholl Mfg. Co., Chicago, Il 
Sommers, J. L., Newark, N. J........... 


Milbradt Mfg. Co., St. Louis, Mo 
Rublack, Emil, New York City 


Segall & Co., Phila., 


Shoe Form Co., Auburn, N. Y MISCELLANEOUS 


American Printing & Label Co., Cincin- 
nati, Ohio 
Associated Business 
York City 
MACHINERY, LASTS, MFRS.’ SUPPLIES, ; 
DRESSINGS, ETC. Boston Shoe & Leather Fair, Boston, Mass. 


Export Surplus Purchase Co., Inc., 


York City 
Hotel Victoria, New York City 


Boston, Mass 


Beckwith Mfg. Co., 


Cavalier Corp., Baltimore, 


Kluge, E. H., Weaving Co., New York City Kirsch-Blacher Co., Inc., New York City.. 


Inc., Brooklyn, 
Laing, Harrar & Chamberlin, Phila., Pa.. 
Paramount Hotel, New York City.... 
Pollinger, M. D., Co., St. Louis, Mo 
Poster & Deutsch, New York City 


Renton Heel Co., Lynn, Mass 
Tubular Rivet & Stud Co., Boston, Mass. . 


United Fast Color Eyelet Co., Boston, 


Mass. 
United Shoe Machinery Corp.. Boston. 
DG Aneiteeedaeringuese 24-25, 61, 64B, 89 


Stephenson Laboratory, Boston, Mass.... 


United Business Papers, Inc., New York 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


UR “red hot” number. An issue 
dedicated to the hottest days of the 
year ahead. Certainly the men’s shoe 
business was caught napping last year 
when it pushed Scotch grains and 
heavy weights because there were no 
light air-weight shoes on merchants’ 
shelves. All of the specialties for mid- 
summer selling, the ventilated types 
and the cool colors get a showing. 
We will also show a thermometer of 
leathers that we hope every merchant 
will put in his window as an aid to 
selling women’s whites and light colors, 
for it certainly is convincing. 


AAA 


ERE’S a that calls for 

constructive selling all along the 
line. In a year when business needs 
extra pressure to maintain and in- 
crease volume, June, July and August 
call for redoubled sales promotion ef- 
fort. It’s a time when careful study 
of advertising is needed, to the end 
that dollars spent be made to yield 
the utmost in return. So we follow 
up next week with another smashing 
feature on advertising—a story that 
gets right down to fundamentals on 
how to make the printed page produce. 


summer 


YF 














MQ INVISIBLE 
“g@ MIDDLESOLE | 


Progress invented the great loom and banished the spin- 


ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in modern shoemaking 


This scientific method of bottom filling means greater 
efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
Statler Building Boston, Mass. 
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